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Is There Value in an Allied Council 
of the Industries? 


different trades within an industry together 
comes a suggestion this week that there shall 
be formed an Allied Council of the American Shoe and 
Leather Industries and Trades. The opening meeting 
of this new and higher organization of the trade will 
be held June 5, in New York. The significance of it 
is in its usefulness as an association of voicing the 
opinion of an entire industry from the hide puller to 
the retail shoe merchant. 
“The Recorder” believes in it, as it does in the 


Oi of the war-time organization which brought 


League of Nations—in fact, as far back as March 8, 


we went on record as follows: 

“Just so sure as the League of Nations is an at- 
tempt in the direction of making practical the ideals 
of international friendship of people with people is it 
true that other idealistic movements are to come into 
general acceptance. 

“The time has come to put the ideal of a league of 
industries to some practical utility. It has been the 
custom for years to cry, “This branch of the trade is 
getting all the good things in profits’—the merchant 
says that the leather man is stuffing his pockets with 
inflated profits and many a leather man has pointed 
at the 40 per cent of the shoe store. Then too, the 
cry has gone up, ‘It’s our turn now; it’s been a 
seller’s market long enough; now we'll make it a 


buyer’s market.’ Result—trade bitterness and no 


progress. 
* * * * * * * * * 


‘‘Who suffers in a wild-eyed season of style—every- 
body, for. as surely as the merchant finds his shelves 
stuck with poor sellers and misplaced bets so surely 
does his payments to the manufacturer suffer, and 
ere long the leather man is up against the ‘no-money’ 
evil. It is time to think of the very close relation- 
ships of the cash register in the shoe store with the 


leather vat in the tannery. 
* * * * * 


“Individuality in style, in leathers and in merchandis- 
ing is possible—in fact is encouraged but the limits of 
good sense are defined for our entire industry by such 
a program. 

“It is with a desire to eliminate the wastage of men, 
materials, money and morale that the League of Na- 
tions is fundamentally concerned. It is with a desire 
to eliminate the wastage of effort, materials, money 
and merchants that a co-ordinated program should be 
put into regular utility in as serviceable an industry 
as that of leather making, shoemaking and shoe 
merchandising. 

“Why not make practical what is now an ideal 
of the thoughtful men of the industry? Why not try 
it out? The time is now.” : 


* * * * 
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The Buckle Tax Once Again 


T is our earnest hope that the revision of the luxury 
tax will be made by Congress within a week. In 
practically every industry there is the same sort of 
misinterpretation as to the articles to be taxed and 


the best thing to do in view of the irritating features - 


of the law is to repeal it. 

For example: Let us take cut steel buckles and 
study their classifications. On April 2, the “Re- 
corder”’ received an interpretation by Commissioner 
Roper of the Internal Revenue office at Washington 
which when interpreted implied that plain metals and 
cut steel were not taxable. 

This week a Boston shoe merchant finds out from 
the local revenue office that some new interpretation 
is under consideration and that merchants are liable 
to fine if articles to be'‘worn on the person or apparel 
for the purpose of adornment are not made taxable. 

A legal decision has been asked by the “‘Recorder”’ 
on this question of buckles but to date no official 
statement comes either from Washington or from the 
local Internal Revenue Office. 

We already have it from New York that the New 
York Internal Revenue Office stipulates that all 
buckles are taxable and that customer must pay 5 
per cent excise tax at the time of purchase. 

The “Recorder” is in a position of some indecision 
as to advice in the ‘matter and would, therefore, 
caution every merchant from this day forth to collect 
on buckles sold detached from the shoe a 5 per 
cent tax, the merchant at the same time keeping 
the name and address of the individual so that in 
case a decision is rendered exempting cut steel and 
other buckles (non-imitative of precious metals or 
jewels), a refund can be made. 

Thus, the merchant will be safeguarded for there is 
possibility of a ruling made covering the tax features 
of all buckles and the merchant who does not col- 
lect, therefore, will be ruled delinquent and subject 
to a fine. 

We can appreciate the tremendous amount of detail 
attached to the placing of excise taxes on luxuries but 
we can’t quite see the necessity for so long a delay in 
issuing a ruling on buckles when the tax itself went 


The trade has been patient and 
now awaits with interest the new ruling which we 
hope to have in time for next week’s issue. 


into effect April 1. 


Labor Statesmanship Acknowledged 


E are pleased to note in a discussion by Charles 
H. Jones the tribute paid to the late John F. 
Tobin. Mr. Jones said: 

“There was a wise, conservative labor leader 
without the desire for strife; and he was one of the 
first labor leaders to learn the important lesson that 
there is mighty little meat on the bone of contention; 
he kept the peace in his district and still raised the 
prices until they were the highest in the United States. 
I call that labor statesmanship.” 

May the spirit of that great labor leader have an 
influence today in the ranks of the workers. The 
growing tendency to “pull a strike’ without ascer- 
taining what the fair share to labor really and properly 
is, makes for unprofitable unrest and is as much the 
concern of the merchant who is looking forward to 
getting his goods shipped on time as to the parties 
directly affected at the factory. 

Right in line with the subject we read in a book on 
‘“‘American Business” by James T. M. Moore, some 
good sense on the subject of capital and labor. We 
quote an extract which, by its timeliness, should be 
a guide to industry today: 

“The politicians divided industry into two classes 
and built up a reputation for each. Capital was im- 
moral; labor moral. Furthermore, they said, there 
was ‘antagonism,’ essential and fundamental; the 
antagonism of the lion and the lamb. Labor was 
welcome in national, State and local administration. 
It was welcome in politics. In fact, politics 
was primarily in behalf of labor, or ‘the pro- 
ducers.’ Capital’s other name was ‘private in- 
terests,’ or ‘special privilege,’ or ‘predatory wealth.’ 
Words were weapons. 

“Capital must be kept out of administration and 
out of politics. For capital corrupts legislation. This 
was a dogma with the politician, one of the dogmas 
that kept his control secure. Capital’s one aim and 
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purpose, if it were admitted to a share in public af- 
fairs, would be to corrupt legislation. Therefore, 
capital must be kept out. 
_ “And business men were bluffed and stayed out, 
because those whom the politicians classed as capital, 
the producers of the nation’s wealth and the makers 
of the nation’s greatness did not like to own up to it 
that they were capital. A stigma has been attached to 
the word, and it was enough to scare them away, to 
make them accept the condition of aloofness from pub- 
lic affairs that was allotted to.them by the politician. 

“The business men who disregarded the ban and 
entered public life usually withdrew in disgust. 
They could not bring themselves to use the weapons 
of the politician to maintain their position. American 
business, consequently, did not have its ful] share in 
American public life. 

“‘When the great emergency of the war came, the 
politician was helpless and the 
business men were called in. They 
saved the day. 


Editorials 
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the worker of every kind who furnishes work and 
a means of existence for others. Between capital 
and labor there is, of course, no wall of obstruction. 
“Capital formerly was labor. Capital, conse- 
quently, is growing and labor is its nursery. The 
worker who is in the ranks of labor today may be in 
the ranks of capital tomorrow, and without ceasing 
to be a worker. Many who are capital at the present 
time will later on be labor, with a prospect of again 
reverting to the role of capital. There is a constant 
passing back and forth between the two grades, and 
the one great stimulus to ambition and to the joy of 
life and of work in a free country like America is the 
fact that the ranks of capital are always open and 
steadily receiving recruits from the ranks of labor. 
“‘Whatever benefits labor must benefit capital, and 
whatever injures capital must injure labor, for the 
interests are mutual and they are interdependent.” 





“It is inconceivable that Amer- 
ican business will permit itself to 
be driven back to the old condi- 
tion, that it will continue to ,be 
intimidated by old phrases and 
dogmas. If business men are 
capital, then let them accept the 
title. tut let them set teir faces 
against the politician who in the 
future may attempt to divide cap- 
ital and labor on the basis of any 
antagonism. The ‘capital’ of the 
politicians is, of course, only a fig- 
ment of the imagination; and so, 
too, indeed is ‘labor.’ 

“Capital after all is the aggre- 
gation of those who produce and 
more specifically of those who orig- 
inate, who take the chances and 
who create and furnish opportuni- 
ties for work. Capital is not merely 
the manufacturer and the mer- 
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chant, the banker and the profes- 
sional man; it is the farmer and 
the miner, the shopkeeper and 


NO PROLONGED DEBATE ON THE TREATY BUT A. 


SESSION OF “BUSINESS FIRST” 
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**PRICES”? OFFICIALLY ON RECORD 
Federal Reserve Board Says Higher Prices 


Washington, D. C., May 23.—The Federal Reserve Board 
in its monthly summary of business and manufacturing con- 
ditions has the following to say about hides, leather and shoes: 

“‘Stocks of hides and skins have been badly depleted in the 
world markets. Government price restrictions had been put 
on when the market was lower than normal and so tanners 
were enabled to buy leather at low prices. Upon removal of 
these restrictions prices of hides advanced rapidly. As yet 
leather made from higher priced hides has not come on to the 
market. Sales are continually being made at slightly firmer 
prices with foreign purchasers taking any surplus available 
for export. 

“Shoes are still being made from this comparatively low- 
priced leather, with the result that prices are steady. As 
present supplies of leather become exhausted and are re- 
placed by leather made from high priced hides, increased 
costs are bound to be reflected in the retail price ot shoes. 
Meantime, the shoe manufacturers are experiencing ex- 
tremely good business. Many are running to almost normal 
capacity. A marked increase has been noticed in the sales 
of men’s shoes, and total sales in number of pairs and values 
greatly exceed those of last year. Collections are good.” 
BRITISH GOVERNMENT RELEASES 4,000,000 PAIRS 

OF SOLES—500,000 BENDS 


British. Government releases 4,000,000 pairs of sole~, one- 
half million bends. All import restrictions on Offal removed 
now; upper leather June 15, sole leather and tanned India 
kips June 30. All leathers free thereafter. 

Congress Asked to Repeal the Luxury Tax with Its 
Aggravating Features 

Washington, D. C.—No time is to be lost in seeking the 
repeal of the “luxury’’ taxes. Congressman Moore, of 
Pennsylvania, early in the first day of the new session, intro- 
duced a joint resolution calling for the repeal of Section 904, 
which includes the tax on boots and shoes costing more than 
$10. The measure was referred to the Committee on Ways 
and Means, and efforts will be made to have it reported at an 
early date. The repeal of the section would become effectiye 
immediately upon passage of the resolution by both Houses. 


MORE ARMY SHOES NEEDED 
Bids to Be Opened June 2 

Washington—The War Department is asking for proposals 
for furnishing the Army with 250,000 pairs of russet marching 
shoes. Bids will be opened at 10 A. M. June 2, by Captain 
George C. Bosson, Q. M. C., Room 2702, Munitions Bldg. 
The shoes are to conform to standard specifications of 
March 1. 


SOME CUT SOLE PRICES 
An Indication of Grades and Prices 

A Lynn sole cutter says: 

“82 cents a pound we are paying for our leather. We can- 
not get it a fraction of a cent less. We cannot get all we de- 
sire at 82 cents. Our tanners tell us our grade of leather will 
be 90 cents by midsummer. 

“We sort our soles into grades ranging from 15 cents a pair 
up. Singularly, the higher the price, the larger the demand. 
Our 6 and 6% iron soles, suitable for women’s welt shoes, are 
now selling at from 48 to 52 cents. We sold them at from 36 
to 38 cents six months ago. Our fine 8 iron soles, such as 
some firms use on turn shoes, are selling at 58 to 60 cents a 
pair. We do not guarantee prices from one day to another. 
They rise too fast.” 


“SHOES AND SHIPS” 
Before the Boston Shoe Trades’ Club 

At the weekly luncheon-meeting of the Boston Shoe 
Trades Club Wednesday, Mr. Howard Coonley, President of 
the Walworth Manufacturing Company, and until recently 
Vice-President of the U. S. Shipping Board Emergency Fleet 
Corporation, addressed the members on the subject of ““The 
Future of Our Merchant Marine.” 

President Everit B. Terhune, in introducing Mr. Coonley, 
referred to him as a westerner full of the real vitalized western 
spirit, which we in New England today are beginning ‘to 
appreciate. 

At the outset of his address Mr. Coonley said that the ship- 
building capacity of the United States previous to the war 
was 285,000 tons, whereas during the past year we have 
reached a capacity of about 7,000,000 tons per year, our ship- 
yards have increased from 235 to 1100, and our shipbuilders 
from 57,000 to 400,000. 

The world’s tonnage before the war was about $9,000,000 
dead-weight tons, and the losses during the war aggregated 
about 21,000,000 tons. During the war-period some 14,000,- 
000 tons were constructed and delivered. 

Allowing for normal depreciation there is a very large 
actual deficit of world tonnage. 

There will probably be added to the United States tonnage 
this year about 5,000,000 tons. 

The two great questions that confront us today are first, 
what to do with our new shipping, and second, what shall be 
done with our shipyards. 

The best judges are now convinced that the United States 
should have tonnage equal to at least 50 per cent of our 
total exports—ships to carry our goods to foreign markets 
and bring back equivalent cargoes of imports. 


A Business in Ships Too 


In order to accomplish this we shall need about 5,000,000 
tons of additional shipping this year and between 3,000,000 
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and 5,000,000 tons next year. Permanent government 
ownership and control of our shipping is impracticable, and 
the plan for disposing of our new shipping as proposed by 
Edward N. Hurley is likewise impracticable, because it is 
extremely doubtful if there are enough private purchasers in 
the United States to take over 3,000,000 tons of government- 
owned shipping. The net result of this plan would be that the 
purchasers would take out the best ships and leave the poorest 
on the hands of the government. 

For the present, it looks as if the government must retain 
the ownership of these vessels and charter them to private 
parties. 

Mr. Coonley, in referring to the new seamen’s laws, ex- 
pressed the opinion that while certain changes are necessary 
they are, on the whole, not detrimental to the future of our 
shipping. 

As to the future of shipyards the speaker was of the opinion 
that if given a free hand this country can compete in cost of 
tonnage with any country in the world, but we must permit 
our yards to be used for the building of world-tonnage as 
President Wilson recently has directed. 

There are no disadvantages and there will be some ad- 
vantages in adopting this policy, and it is to be regretted that 
this was not done six months ago. 


Col. Shedd on War Experiences 


Lieutenant-Colonel Benjamin B. Shedd of the 55th 
Artillery, C. A. C., and a prominent Massachusetts tanner, 
also spoke. 

Colonel Shedd, after expressing the hope that our flag has 
returned to the high seas for good, as one of the greatest 
results of the war, gave an outline of his military experiences 
in France. He described how, at one time, through the mis- 
take of the French railway officials, a train on which he was 
taking 500 men to the front had been sent ahead with all the 
unit’s equipment, while the men enjoyed a few hours leave in 
town. After much pulling of wires he was able to obtain a 
special train and caught up with his own train about 2 A.M. 
He told this incident to illustrate the great confusion that 
existed during the active days of the war. 

Colonel Shedd directed the establishing of supply stations 
at Verdun and in the St. Mihiel region, and then was assigned 
to the Peace Conference at Paris'in the industrial section, 
having charge of the valuation work in the devastated region 
of France. He was made chief of the division for estimating 
damage to shoe factories and tanneries. 

After describing the splendid co-operation he received from 
the French tanners and shoe manufacturers, he told, in some 
detail, of the ambitious plans of the Germans prior to the war 
of monopolizing the leather, footwear and other industries of 
France. The German shoe manufacturers he said had made 
the most amazing offers of credit and other concessions to 
French retail shoe dealers in order to induce them to replace 
native stocks with German products. 

“There is no doubt,” said Colonel Shedd, ‘‘that if the war 
had not taken place the Germans would eventually have 
succeeded in dominating the entire commerce of Europe, and 
I had it from several reliable authorities that this was one of 
the results they were looking for through the winning of the 
war.” 


FIRST ANNUAL CONVENTION 
California Retail Shoe Dealers’ Association 
June 10-11, 1919 
The Retail Shoe Merchants of California are to gather at 
San Jose, California, June 10 and 11, in first annual conven- 
tion. Important topics vital to shoe merchandising on the 
coast. will be discussed by able speakers and the features of 
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the two-days’ session include ‘“‘The Sun Kist Style Show,” 
a barbecue at Alum Rock and a real “‘California knows how” 
banquet at the close of the convention. 

The headquarters are at Hotel Vendome. Some fifty booths 
have been arranged for the display of merchandise and the 
committee in charge includes John Reedy, chairman, 422 
Pacific Bldg., San Francisco; Adolph Kaufmann of Sommer 
& Kaufmann, San Francisco; and Morris Schneider of | 
Oakland, California. 


Men Who Will Entertain 


The officers of the California Association who are putting 
over this first big convention are Frank Werner, president; 
Henry Hoff, vice-president; Adolph C. Kaufmann, vice- 
president; Alfred Katschinski, secretary-treasurer; directors, 
Chas. H. Baker, L. Brayton, Al. Gude, John Reedy, I. 
Rosenthal, Max Sommer, L. F. Weggenman, Carol Wills, 
C. H. Wolfelt. ; 

The speakers during the convention are as follows: Gover- 
nor William D. Stephens, ‘‘Our State’; A. H. Geuting, 
president N.S. R. A., “The Retailer”; C. H. Wolfelt, ‘‘Style”’; 
B. F. Schlesinger, “Store Co-operation”; Max Sommer, 
“Store System”; E. H. Wiel, ‘California Shoe Manufactur- 
ing’; A. P. Giannini, “Banking and Credits’; R. Ayres, 
director National Advertising Men’s Association, ‘‘Advertis- 
ing’; L. F. Weggenman, Report from National Convention; 
Educational Exhibit by J. F. O’Connell, United Shoe Ma- 
chinery Co.; Harry E. Thompson, “How to Conduct a 
Profitable Shoe Department in a General Store’; J. B. 
Brady, ‘“‘How to Merchandise Rubber Specialties.” 

A special campaign to bring the merchants to San Jose is 
now in effect and it is hoped that merchants will bring their 
wives, for the Women’s Reception Committee have ambitious 
plans. 


CORDOVAN AND PIGSKIN LEGGINGS 
Bids Opened and Awards Recommended 


Washington, D. C., May 20.—Bids were opened yesterday 
by the Leather and Rubber Good: Branch of the Army 
Quartermasters’ Department for312 pairs of cordovan leather 
and 31 pairs of pig leather leggings as follows: Laing, Harrar 
& Chamberlain, at $6.70, $8.50 and $4.50 per pair; R. H. 
Haskins, at $8.00 and $3.00; H. Jacon & Sons, at $8.00; 
Johnston & Murphy, at $8.00; Hanan & Son, at $9.50; 
Halperin Phillips & Company, at $7.80 and $4.75; Pels 
Company, at $8.00 and $3.25; M. A. Packard Company, 
at $8.00 and $4.00; Emil Kaufman at $9.94 and $4.44; and 
M. J. & J. P. Friedman, at $8.22. 

The award has been recommended to the M. A. Packard 
Company at $8.00 per pair for the cordovan and at $4.00 
per pair for the pig leather leggings. 


EFFECT OF PEACE PRICES ON SWEDISH 
INDUSTRIES 


(From Svensk Handelstidning, Stockholm, March 5, 
1919; Transmitted by Commercial Attache E. W. 
Thompson, Copenhagen, Denmark) 


The effects of peace, which have long been theoretically 
discussed, have begun to be felt in Sweden. The shoe 
factories have decided to close down. 

In accordance with the shoe manufacturers’ association’s 
decision, the factories will be gradually closed down, and the 
industry will be suspended after April 15. The employes 
who have not been able to secure other suitable work will 
receive two-thirds of the minimum wage based.on 54 hours a 
week, plus the 60 per cent allowed for high cost of living, and, 
in addition to this, during the time up to the 15th, they are to 
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receive the regular quarterly addition as heretofore. It has 
been unanimously agreed to petition the Industrial Com- 
mission for the cessation of the leather control after March 1. 


Relief When Exporting Begins 

The intervention suggested by the shoe manufacturers 
shows a different manner of handling the situation. Inas- 
much as the dealers in shoes cannot be persuaded to buy at 
the present factory prices, the further manufacture must be 
discontinued until the export trade is opened up freely. In 
the meantime it is a source of satisfaction to know that the 
shoe manufacturers have adopted a plan for partial support 
of their employes, as has been done in the textile industry, 
especially as these workmen cannot readily find work in 
other lines. 


IF YOU WANT A GOOD STORE PUBLICITY STUNT 
WRITE FOR “CHO CHO” 


Uncle Sam Employs His First Clown 


“Cho Cho,” the first clown ever employed by Uncle Sam. 
He is detailed to duty with the Division of Schools, Bureau 
of Education, Department of the Interior. 

The clown is an old and experienced circus performer. He 
will figure in a scheme to interest school children in them- 




































selves and their health. His business is to attract the atten- 
tion of the children, concentrate it, and then deliver a little 
talk on health and the care of their bodies. If the scheme 
works out as outlined other ways and means along these lines 
will be projected. 

The Photo shows “Cho Cho” weighing school children at 
the Interior Department Building, Washington, D. C. 





FRENCH EXPORT RESTRICTIONS 
Removed on Hides and Skins 
A cablegram has been received by the United States 
Bureau of Foreign and Domestic Commerce announcing that 
all export restrictions on the importation into France of 
hides and skins have been removed by that country. No 
French license is now required. 
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PARTIAL LIFTING OF BRITISH EMBARGO ON 
UPPER LEATHER 


All Upper Leather Admitted June 15 


lt is reported that the U. S. Bureau of Foreign and Do- 
mestic Commerce, Department of Commerce, has received - 
cable advices from London to the effect that all upper leather 
purchased for British account prior to April 8, 1919, is to be 
admitted to Great Britain forthwith; and that all other upper 
leather will be admitted after June 15, 1919. 

Licenses will still be required. 


J. STEVENS ULMAN WILL ADDRESS BIG MEETING 
At Boston Shoe Trade Club 


Boston.—The guest and speaker at next Wednesday’s 
luncheon-meeting of the Boston Shoe Trades’ Club will be 
J. Stevens Ulman, president of F. Blumenthal Company, 
who will speak on the general business situation, with par- 
ticular reference to conditions in the shoe and leather trade. 


ORGANIZATION MEETING 


Of the United States Rubber Plantations, Incorpora- 
ted, Held Tuesday, May 20, 1919 


The United States Rubber Plantations, Incorporated, with 
headquarters at 1790 Broadway New York, hold all the 
United States Rubber plantations in Sumatra. 

The authorized capital is $40,000,000 preferred, and 
$60,000,000 common, of which $10,000,000 preferred and 
$20,000,000 common has been issued. 

Extensions to the vast estates are contemplated in the 
near future. 

The following Directors and Officers have been elected: 
Board of Directors: H. Stuart Hotchkiss, Samuel P. Colt, 
Lester Leland, Charles B. Seger, Nicholas F. Brady, Edgar B. 
Davis, Ernest Hopkinson, W. J. Gallagher, Walter B. 
Mahony, Homer E. Sawyer, J. Newton Gunn, John W. Bick- 
nell, L. D. Tompkins, W. H. Blackwell, W. F. Bass. 

Executive Committee: H. Stuart Hotchkiss, Samuel P. 
Coit, Lester Leland, Charles B. Seger, Walter B. Mahony, 
John W. Bicknell, L. D. Tompkins. 

Officers: Samuel P. Colt, Chairman; Lester Leland, Vice- 
Chairman; H. Stuart Hotchk‘ss, President; W. J. Gallagher, 
Vice-President; W. S. Gordon, Vice-President; John W. 
Bickne'l, Vice-President; L. D. Tompkins, Vice-President; 
John W. Bicknell, Treasurer; L. D. Tompkins, Secretary; 
John W. Bicknell, Assistant Secretary; T. H. Lee, Assistant 
Treasurer; Walter B. Mahony, Counsel for the Company. 


Wall, Streeter & Doyle Company Furnishes Life In- 
surance Policies to Employes 


The Wall, Streeter & Doyle Co. of North Adams, Mass. 
has arranged with the Metropolitan Life Insurance Company 
of New York to insure the life of each one of its employes who 
was at work on May 10 last in the amount of $500, this in- 
surance being effective with noon of that day. 

The insurance is furnished free of any cost to employes who 
without medical examination. Through the Visiting Nurse 
Service of the Metropolitan Life Insurance Company for its 
industrial policy holders, the privileges of this service are 
extended to the employes who are covered by the Group 
Insurance Plan. 

This insurance is kept in force for employes by the firm 
as long as they remain with the Wall, Streeter & Doyle 
Company. Any person taken into the employ after May 10 
will participate in the insurance plan to the extent of $100 
but after the completion of three months’ service the amount 
will be increased to $500. 
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SIR PERCY DANIELS AGAIN IN AMERICA 

Sir Percy Daniels arrived late last week on the Mauretania 
accompanied by Lady Daniels. Sir Percy is making a return 
trip to the United States for the sole purpose of superintend- 
ing the inspection and clearing up as soon as possible all 
necessary details connected with the purchases of leather 
for the British Government whichhe made on a previous visit. 

He confirmed the statement made before his departure for 
England some weeks ago that he had completed all purchases 
of leather for the British Government and has no intention of 
entering into any further negotiations in this market. 


FERDINAND REICHEL IS PRESIDENT 
Of the Herold-Bertsch Shoe Company 
In our Grand Rap‘ds, Mich., letter of May 17, on page 90. 
Ferdinand Reichel is mentioned as being affiliated with the 


BOOT AND SHOE RECORDER . “89 


Hirth-Krause Company. This was an error on the part of 
our correspondent. Mr. Reichel is president of the Herold- 
Bertsch Shoe Company of Grand Rapids and although he 
did enjoy a trip through the West the past Winter and early 
Spring, as our item stated, he was then and is now at the 
head of the Herold-Bertsch Shoe Company. 


AN EDITORIAL CORRECTION 
Price of Step-Rite Arch $16.50 


In the April 26 issue of the “Boot and Shoe Recorder,”’ the 
advertisement of the E-Z Walk Manufacturing Company, 
New York, listed a Reinforced Arch Support at $9.00 but the 
Arch illustrated was a Step-Rite Arch, the cost of which is 
$16.50. Therefore an error was made in advertising a $16.50 
Arch for $9.00. 


In the Children’s Shoe World 


California Merchants Arrange Attractive Features 


With the coming of Summer and the release from school of 
thousands of active youngsters, the time is at hand to make a 
play for this trade. Dainty footwear for special occasions is 
of course in demand, but the most popular line will be a shoe 
for rough and tumble outdoor wear—a shoe that will stand 
“the slings and arrows of outrageous fortune’ without the 
sole and upper parting company, or buttons tearing off, or 
eyelets tearing loose. Such a shoe is being featured by the 
Elk Skin Shoe Company, of Los Angeles, California. Sport 
shoes for children are in the line of a novelty, but the little 
ones need them as badly as the grown-ups, for they are the 
true amateur sportsmen. 

This store aroused mach interest by a recent window dis- 
play. It was arranged to be a feature of Industrial Week, 
when all the manufactur_ng plants of Los Angeles combined 
to show home vroducts, with the object of increasing the 
consumption of local merchandise, the consequent enlarge- 
ment of production, and the way thus being laid open for 


Shoes for the Little Folks’ Vacation—Elkskin Shoe Store, Los Angeles 


securing “‘A Job for Every Returning Soldier and Sailor.” 

It would be equally applicable in any locality, however, as 
a means of arousing the interest of both the parent and child 
in sensible hiking shoes. In the background were shown 
several tanned elk skins, and rolls of leather; while down on 
the floor were displayed all the parts that go to the making 
of a shoe, together with shoes in various stages of manufac- 
ture. A half dozen pair of the finished shoes completed the 
attractive display. 


The Playground Attracts Trade 


The Western Shoe Company, of Los Angeles, is another 
store that is devoting considerable care to securing the 
children’s trade. A large department, in charge of Mrs. 
Bertha Adams, is given over entirely to children. Here is a 
large playground, fitted up with swings, a slide, a sand pile, 
and a number of toys. Mothers who wish to be free to shop 
can leave their children here, where they have a glorious 
time with the many amusement devices. — 

Every child that comes to the play- 
ground is registered — with name, address, 
age and date of birth. Shortly before his 
birthday, the little one receives an illumined 
birthday card, inviting him to call at the store 
and receive a birthday present. These are mere 
trifles, but serve the purpose as well as more 
expensive gifts would do, as novelty is what 
the heart of childhood desires. This gift giving 
is continued until the child reaches the age of 
ten years, and by that time the habit of coming 
here for shoes is so well established that few 
think of going elsewhere. 

Every Saturday, too, is Souvenir Day, at 
which time a snapper, flag pin, penny whistle, 
or some inexpensive toy is given to every child 
making-a purchase in the children’s department. 

By thus catering to the little ones the young- 
sters get familiar with the store, and clamor to 
be taken there whenever shoes are to be bought, 
and as a full line of popular price shoes are 
carried, and mother can shop freely unincumbered 
with small childern, a large and profitable trade 
in women’s as well as children’s shoes has been 
built up by this enterprising firm. 
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Winter Oxfords Picked to Win 


With’ Boots*High in Price as Well as Height, Winter 
Oxfords in Tan and Black Will Sell Readily—Especially 


<t With Spats the Vogue 
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The Allied Council of the American Shoe 


and Leather Industries and Trades 


A Major League of Inter-Trade Utility in Style, Arbitration and Legislative 
Matters---First Meeting June 5, Hotel Astor, New York 


ENTATIVE plans for organization of an Allied Council 
T of all of the industries and trades touching upon shoes 
and leather were made by a special committee rep- 
resenting ten of the trades at the Hotel Astor, New York 
City, May 19. 

The leaders of the different branches of the trade met as a 
result of the action of the Council of National Service and 
Conference Committees which in the Boston meeting advo- 
cated this Executive Council as a means of industrial unity. 
There were in attendance at the meeting in New York repre- 
sentatives of the following associations and trade groups: 
National Boot and Shoe Manufacturers’ Association, Na- 
tional Shoe Retailers’ Association, National Shoe Wholesalers’ 
Association, Tanners’ Council, National Leather and Shoe 
Finders’ Association, American Last Association, National 
Association of Importers of Hides and Skins, Fibre Sole 
Division—Rubber Association of America, Rubber Heel 
Club—Rubber Association of America, Manufacturers of 
Shoe Machinery. 


A Working Constitution Adopted 

The meeting was called to order by Chairman A. C. 
McGowin of the Council of National Service and two constitu- 
tions were presented, one as compiled by the National Boot 
and Shoe Manufacturers’ Association and the other by the 
National Shoe Retailers’ Association. 

The meeting immediately took up the consideration of 
article by article and in three busy hours prepared a consti- 
tution which has been forwarded to every association and 
trade group of national character allied with shoes and 
leather. 

This constitution is to be ratified and delegates from each 
association limited to fifteen in number are to be assembled 
June 5, Hotel Astor, New York City, for the final organiza- 
tion of the Allied Council. 

Not only will officers be elected and the plans for the year 
outlined, but a survey of conditions will be made and a style 
program for the Spring of 1920 acted upon. 

In the selection of delegates to represent each organization, 
the leading men of each craft are asked to be present at the 
June 5 meeting so that a national survey of styles and con- 
ditions can be made. 

The three important standing committees are for con- 
sideration of styles, arbitration of industrial matters and of 
action on legislative matters. 

The Allied Council of American Shoe and Leather In- 
dustries and Trades is the outcome of the wartime organiza- 
tion, the Council of National Service, and is right in line with 
modern methods of consolidation in association work. 


The Constitution in Full 


’ 
CONSTITUTION OF THE ALLIED COUNCIL OF THE 
AMERICAN SHOE AND LEATHER INDUS- 
TRIES AND TRADES 


Preamble—Purpose 


To promote effective co-operation in matters of mutual 
concern, to secure harmony of action in effecting solution of 


trade problems arising in and of common interest to the 
allied shoe and leather industries, and kindred trades, to 
cultivate closer and more friendly relations between and to 
promote and foster the interests of those engaged therein. 


Article 1—Name 


The name of this Body shall be: The Allied Council of the 
American Shoe and Leather Industries and Trades. 


Article 2—Membership 


Duly organized associations representative of any branch 
of the allied shoe and leather industries, of recognized stand- 
ing, may be admitted to membership. 

(a) The following named organizations shall constitute 
original membership: 


National Boot and Shoe Manufacturers’ Association. 

National Shoe Retailers’ Association. 

National Shoe Wholesalers’ Association. 

Tanners’ Council of the United States of America. 

National Leather and Shoe Finders’ Association. 

Cut Sole Manufacturers’ Association. 

American Last Association. 

National Association of Importers of Hides and Skins. 

Fibre Sole Division—Rubber Association of America. 

Rubber Heel Club—Rubber Association of America. 

Shoe Lace Manufacturers’ Exchange. 
Together with the following trade groups not now organized 
in National Associations: 

Manufacturers of Shoe Patterns. 

Manufacturers of Shoe Machinery. 

Manufacturers of Rubber Footwear. 

Mail Order Distributors. 

Domestic Hide Factors. 

Tanning Materials Manufacturers. 

(b) Provided the above named organizations and trade 
groups shall become signatories to this Constitution. 

(c) Admission to membership in this Council of non- 
signatories shall be as to form and composition of the organ- 
ization so applying as approved by the Executive Com- 


. Inittee. 


Article 3—Representation 


The affairs of this Council shall be managed by the member 
groups through the combined delegations duly appointed. 
(a) Each Member Association and Trade Group shall ap- 
point not more than fifteen (15) delegates to this Council who 
shall cast the vote of the Member Association or Trade Group 
at any regular or special meeting of this Council. 

(b) The President of a Member Association or Trade 
Group shall be a delegate ex officio to this Council. 

(c) Notice to the Secretary of this Council of the appoint- 
ment of its delegation over the signatures of the President 
and Secretary of any Association, or due notice in proper 
form from persons authorized so to do in behalf of any trade 
group, signatory hereto, shall constitute such delegation a 
constituent part of this Council. 
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**July 28, 29, 30, that seems a long time to 
wait for a really big show, but the actual dates 
will be staring you in the face almost before 
you know it. These dates I speak of are the 
three big days of the year for Illinois shoe men 
—they are the dates of the Springfield Con- 

, vention. 

**Will you be as one of the foolish virgins or 
one of the wise ones? Will you have the lamps 
trimmed and filled with oil—be all ready and 
‘rearin’’ to go to the big doings, or will you 
be one who ‘regrets’ he didn’t get there? And 
regrets won’t half express it for those who 
don’t get there. It will be the greatest gather- 
ing of many great gatherings. 

**The officers of your Association have been 
to Springfield to look the ground over and— 
take it from me—that Springfield bunch of 
live shoe men are preparing for some big 
entertainment. 

‘“*The business program of the Convention 








Plan to Attend Illinois Shoe Retailers’ Convention 


Springfield, Ill., July 28, 29, 30 
By F. P. MEYER, Pres. of I. S. R. A. 





will be entirely educational, the brightest men 
of our craft—the big success—will tell us how 
they did it. We will hear from the successful 
men of the small towns, also the big city chaps. 
Many pointers may be picked up at these 
meetings, which can put ‘pep’ in even the most 
‘peppy’ business possible. 

**The educational features of the Convention 
will not be restricted nor bounded entirely by 
shoe lines—we will have lectures by some of 
our most famous legislators on current topics 
of vital interest. 

*““We have secured our Great Governor, 
Honorable Frank O. Lowden, to honor one of 
our sessions with his presence and one day of 
our Convention will be held in the State House. 

**The Convention will be known as the Ultra 
Educational Convention and without question 
will be attended by ninety-five per cent of our 
membership. 

**Again I say, July 28, 29, 30.”’ 








Meetings 

Regular meetings of this Council shall be held on the first 
Thursdays in June and December of each year. Special 
meetings may be held as the Executive Committee may de- 
termine, or upon call of the Chairman, or upon request of the 
President of one of the constituent Associations or Trade 
Groups; time and place of all meetings shall be determined 
by the Executive Committee. 

(a) The presence of two (2) duly constituted representa- 
tives of each of five (5) constituent Associations or Trade 
Groups shall constitute a quorum at any meeting. 


Article 4—Ballots or Votes 


Each constituent Association and Trade Group shall be 


entitled to one (1) ballot or vote irrespective of the number of 


authorized representatives. 
(a) Majority vote shall prevail. 


Article 5—Officers 


At the June meeting in each year there shall be elected by 
majority ballot a Chairman and three Vice-Chairmen who 
shall serve for that year and until their successors have 
‘ accepted their election, provided however, that the Chairman 
shall not be elected for more than two consecutive terms from 
the same constituent Association or Trade Group. 

(a) The offices of Secretary and Treasurer shall be com- 
bined and the Secretary-Treasurer, who need not be a mem- 
ber of this Council, shall be elected and his compensation 
fixed by the Executive Committee; the Secretary-Treasurer’s 
office shall be the official Headquarters of this Council; the 
Secretary-Treasurer shall be required to file 4 Bond in amount 
and form to be approved by the Executive Committee. 








Article 6—Executive Committee 


There shall be an Executive Committee comprising the 
officers of this Council together with one representative from 
each constituent Association or Trade Group, who shall de- 
termine expense budgets and apportion same; select the 
Secretary-Treasurer, fix his compensation, and determine the 
amount and form of the Treasurer’s Bond. 

(a) The Executive Committee shall have direction of the 
methods and acts necessary to carry out the actions of this 
Council in the furtherance of the purposes set forth in the 
Preamble. 

(b) Nine (9) members of the Executive Committee shall 


constitute a quorum. 





Article 7—Duties of Officers 


The officers shall perform the duties usually incident to 
their respective offices. 

(a) The Chairman shall have the power to call special 
meetings of this Council and of the Executive Committee. 





Article 8—Committees 


The Standing Committees of this Council shall be: (1) 
Styles Committee; (2) Arbitration Committee; Legislative 
Committee. 

(a) Immediately after the annual election of officers of this 
Council each year each constituent Association or Trade 
Group shall name representatives to serve upon each of the 
Standing Committees. 

(b) The Chairmen of the Standing Committees shall be 
appointed by the Chairman of this Council. 

(c) Forthwith upon their appointment the duly selected 
Standing Committees shall select from their number a 
Secretary whose duty it shall be to transmit to the Secretary 
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of the Council within a reasonable time prior to any meeting 
of the Council or of the Executive Committee reports in 
writing of the activities of his Committee. 


Article 10—Amendments 


Amendments may be adopted at any regular meeting of 
this Council by a two-thirds vote and will take effect when 
ratified by a majority of the Associations and Trade Groups 
recording their vote within thirty (30) days of the date of 
notice by the Secretary. 


An Appeal for the “Sallies’’ 
Let’s All Help 


The New England Shoe and Leather Association through its 
president, Harry I. Thayer, and secretary, Thomas F. 
Anderson, has sent to its members an appeal for the ‘‘Sallies.”’ 
“They Helped Our Boys in the Trenches.” 
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The Appeal reads as follows: 

“Boston is looked to for at least $400,000 of the National 
fund that is this week being rolled up for that most magnifi- 
cent of all the world’s armies—the SALVATION ARMY. 

‘“‘We expect that our local Shoe and Leather Trade will 
‘come across’ with a goodly percentage of this total—just as 
it always has done in the Liberty Loan, Red Cross and other 
‘drives.’ 

“No need to discuss here the value of the work that the 
Salvation Army is doing for humanity, or of the wonderful 
record it made overseas during the war. That work speaks 
for itself. It meant endless sacrifices and no little danger to 
the courageous workers. All YOU have to do is to reach for 
your check-book and sign for a liberal subscription to this 
heart-appealing cause. 

‘The ‘drive’ ends next Monday, May 26; and in the mean- 
time the Boston Shoe and Leather District will be canvassed 
by a committee of public-spirited ladies, Mrs. Frances J. 
O’Hara, Chairman. Please give them a good contribution.” 


Shoes for the June Bride 


Watch the Announcements of Spring Weddings 


The children’s shoe store of a Western house has proved 
so popular that it has been compelled to add an extensive 
line of women’s sizes as well, and a recent show window was 
devoted exclusively to a showing of smart footwear for the 
June bride and her attendants large and small. There was a 
tall white lattice fence in the background, with a pointed 
arched gateway in the center, both the fence and the arch- 
way being hung with sprays of purple and white wistaria. 
At each end was a rose tree, in blossom, in the branches of 
which perched a bluebird and redbird; while white doves 
perched on the gate posts. At the base of the fence were 
white window boxes filled with jonquils. Set against the 


posts of the gate were tall brown art cards, on which were | 


painted a flock of bluebirds—the emblem of good luck. 


A JUNE BRIDE DISPLAY 
“The Bride’s Store,’’ Los Angeles 


In the archway were racks holding smart shoes of brown, 
chocolate and black with silk hose to match. At one side 
were white slippers for the little flower girls and ring bearer, 
while at the other side were white shoes and pumps for the 
bridesmaids. Down in front, on a square of blue velvet, 
were the white bridal slippers, while scattered over the velvet 
throw were silver buckles of different designs for the adorn- 
ment of the pumps. 


An Excellent Advertisement 


And speaking of the June bride one of the hustling mana- 
gers of the shoe department of one of the big department 
stores recently originated a plan that brought in much 
additional trade, and secured for itself the name of the 

“Bride’s Store.”” Keeping watch for all the 
announcements of Spring weddings, the bride- 
elect soon afterwards received a neat little 
note, on good quality note paper: 

Dear Miss Blank: 

Had you ever thought of a Shoe Luncheon 
as a novel method of entertaining the 
feminine members of your bridal party? 

Of course, every member will want new 
shoes for this auspicious occasion, and 
if they are all purchased at the same 
time, you will be sure that all are in perfect 
harmony. 

Why not set a certain morning or after- 
noon for a shoe shopping expedition—to 
be followed by a little luncheon? 

If you will let us know in advance we 
will be glad to send our auto for your 
party, and to extend to them every courtesy 
in the way of viewing our large and com- 
plete line of the latest Spring styles. 

There was no obligation to buy on the part 
of the bride and her friends, but the novelty 
of the idea, and the courtesy of the firm, and 
its salesmen, not to mention the complete 
stock carried, resulted in many sales of from 
one to a dozen pair of high grade shoes—besides 
being an excellent advertisement for the store. 
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When Advertising of Rival Stores Is 


Intense 


A Point of Suspicion Cleared Up---A Keen Shoe Merchant Tells Us “Each of 
My Stores Has Beén a Success Because I Spend as Much for 
| Advertising as I Do for Rent’’ 


very susp'cious of their men, especially when a compet- 

ing house beats them out with a string of sales in a row, 
and at lower prices. Just a short time ago a large merchant 
had one of his department managers shadowing an advertis- 
ing man, who worked for several non-competing houses, being 
a general advertising agent who handled several local ac- 
counts, and a number of national accounts. The agent was 
clean-cut and beyond double-crossing any man from whom he 
took money. However, a series of competing sales, where it 
appeared as though the competitor had secured inside in- 
formation, caused the employing company to become dis- 
trustful. 

This was to some extent due to the advertising man’s 
peculiar methods of viewing competitive advertising. He 
would frequently enter the store, and ask how an advertised 
sale was pulling. When told that it was not bringing much 
business he would comment on the way a similar sale was 
packing them into the competitor’s house. His real idea was 
to show that it wasn’t the fault of his advertising, but that 
the fault lay in that the house he was representing was too 
high in its prices. 

Two Opposite Methods 


Bragging about the other fellow’s advertising drawing busi- 
ness was far from his thought, but the management got the 
wrong angle and decided that he might have some connection 
with the competitor. This was logical in view of the fact that 
the advertising man had previously represented the competing 
house as its advertising manager, and in view of the fact that 
competition was very keen. The heads of these two com- 
panies were of the old school. They were very narrow, dis- 
trusted each other, and were continually trying to secure an 
advantage. It was a type of competition which has broken 
many concerns through developing into open warfare. They 
were in the habit of hiring each other’s employes through un- 
fair methods, such as sending messages, and placing pickets 
on the sidewalk to catch a certain man or woman as he left 
the store. Considering the ill feeling that existed, the one 
employer felt that his competitor would easily stoop to pay 
his advertising man for inside information concerning sales 
dates, and merchandise prices, values, etc. 

After shadowing the advertising man for the better part of 
two days it was not possible to find any connection with the 
competitor’s store. The advertising manager did stop and 
carefully survey the windows. However, he followed the 
same practice with all competitors in order to secure a line 
on their offerings, prices and values. 

The company then through underground channels made an 
investigation to find out who was the advertising manager for 
the competing store, and whether he was actually writing the 
material or was merely a figurehead. The secretary of the 
Advertisers’ Club was taken into confidence, and he secured 
information from both inside and outside of the competitor’s 
store which clearly proved that there was no connection, and 


oe employers of full-time advertising managers are 





which incidentally netted a new member for the Advertising 
Club. 

One thing which influenced the suspicious merchant was 
the fact that when he stole his competitor’s advertising man 
he got him so easily. He had approached the man, and dis- 
covered that he was anxious to make a change, but for no 
especial reason. However, if the merchant had been wise to 
his competitor’s ideas concerning advertising he would have 
understood the deal. 


The Wrong Way for Results 


The competitor was one of that type of advertisers who be- 
lieve in changing advertising men at least once a year. He 
claims that by changing his advertising men frequently he 
secures new ideas, better ideas, and harder work. A new man 
in trying to make good digs for all that he is worth. If he has 
been advertising one line of merchandise he may be able to 
rehash ideas to advantage in the new line, or he may have 
ideas concerning the new line which have completely escaped 
men who have been handling that class of advertising. The 
idea of rapid changes has some good features, but many draw- 
backs, as it takes considerable time to develop a good adver- 
tiser of any one line. 

It’s deplorable to think that merchants have so little faith 
in one another that they would think for a moment that a 
competitor would stoop to such practices, or that the adver- 


* tising man would be a party to such a frame-up. 


Many Points of Similarity 


In this case the advertising held a remarkable resemblance 
in many ways. However, it was one of those queer cases of 
coincidence, as neither of the advertising men had ever 
worked together, and in fact did not even know one another 
until they later met in the Advertising Club. Naturally where 
two men are advertising two stores which are in bitter compe- 
tition they watch each other’s ads very closely, but if they are 
really good advertising men they would endeavor to keep 
their ads from reflecting the competitor’s in any way. Sales 
prices and values of course must conform more or less. In this 
one case there were absolutely no unfair practices anywhere 
as between the advertising managers, and it would be prac- 
tically impossible to secure advance proofs or information 
from the advertising departments of the newspapers, copy or 
press rooms. 

Probably the coincidences in advertising would never have 
been considered in the light that they were except for the 
bitter feeling existing between the two merchants. Again, 
if the advertising man suspected had not been guilty of brag- 
ging about how the competitor’s store was pulling business. 
The competing house was underpricing in sales right along, 
and naturally the advertising manager had something at 
stake, but he should have more clearly shown that it was 
the fault of the price competition rather than the company or 
the advertising. 
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Buying by Reason Rather Than by Guess, for the Objective in Business Is 


PPNHE average merchant is very particular about con- 
[ectine his bank account before he draws a check. He 
wants to be dead sure that the money is in the bank 
before he attempts to check it out. He knows that he must 
first put the money into the bank before he can draw it out. 
The only source from which the money can come that makes 
up his bank account is from the sale of merchandise in his 
store. 

.With his bank account he is dealing in dollars. In his 
stock account he is dealing in pairs. The merchant who 
values his reputation would not think of checking a dollar 
out of the bank until he had first put the dollar in the bank. 
This same course of reasoning applied transversely should 
guide him im every purchase he makes. That is to say, he 
should not buy a pair of shoes to put into his stock until a 
pair has been sold. His object in doing business is to accumu- 
late dollars in the bank and not to accumulate pairs on his 
shelves. 


An Example in Accumulation 


As a matter of fact, the merchant who is accumulating 
pairs on his shelves is generally the merchant who is not 
accumulating dollars in the bank. 

A merchant in a small city in the Middle West did last 
year $25,000 worth of business. This was his gross sales. 
Upon taking inventory he placed a valuation upon his stock 
which he considered fair and equitable according to present 
shoe values: His inventory showed a stock of $20,000. He 
had, therefore, turned his stock one and a quarter times 
according to the usual plan of reckoning turnover. 

It is very apparent that this man cannot long continue to 
do business and maintain this ratio of stock and sales. 
Gradually his stock of unsalable shoes has accumulated and 
grown and in the same ratio his stock of salable shoes has 
diminished. In this store very few records are kept; not 
even a sales slip is used, no stock num- 


Not to Accumulate Pairs on the Shelves but Dollars in the Bank 


shoes and men’s shoes and possibly a few more pairs of extra 
large sizes than is needed. On the medium-sizes—the best 
sellers—he is low and is daily missing sales. 

In this store a stock number system has never been in- 
stalled and no record is made of sizes as they are sold. This 
merchant also has been putting pairs into his stock faster 


than he has been selling them out. He would not think, 
however, of attempting to take a dollar out of his bank 
account without first putting the dollar in. 


‘Increased Selling Cost Due to Overstock 


In another city of about 75,000 people a shoe store occupy- 
ing one of the best locations in the heart of the business dis- 
trict now has a stock of about $50,000 and did last year ap- 
proximately $100,000 business. The salespeople in this 
store are dissatisfied with their salaries, but the owner main- 
tains that his selling expense is now so high that he cannot 
further increase salaries. This undoubtedly is true as the 
sales expense of this store, exclusive of the owner’s salary, is a 
fraction over nine per cent. 

The salespeople maintain that it is impossible for them to 
increase their individual sales because of the time that is con- 
sumed in handling dead stock and on account of the lack of 
the real desirable merchandise—the things that are actually 
demanded by the buying public. Here again is the evidence 
of overbuying occasioned by the buyer not being familiar 
with his selling schedule. 


A Study of Size Sheets 


Herewith is shown (Plate A and Plate B) composite size 
sheets, detailing the condition of a stock of shoes in a pros- 
perous Eastern city, according to an inventory taken a short 
time ago. The manager of this store was very popular in 
his community, was apparently enjoying a very good business, 
but could not make money. His stock was gradually grow- 








ber system is in vogue, and no record 
of sizes as sales are made. This mer- 
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chant would not think of attempting to 





draw a dollar out of the bank until he 
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has first put the dollar in, and yet he AAA 
has habitually continued to put pairs AA 658 
into his stock without taking pairs out. 
The result is an accumulation of slow A 758 
selling, sizes and slow selling styles. On 
paper he has made a profit, but as a B 784 
matter of fact unless the overload is soon Cc 707 
disposed of, the business is sure to show 
a loss. D 4323 
The Overload of Sizes [=a 
Another merchant in a larger cit ce 7e. 
we - nd TOTAL 3378 


who employs seven salespeople regu- 
larly and six or seven extra on Saturday 
has a stock of $75,000 and is doing 
about $120,000 annual business. 
This merchant also is seeking some plan of reducing his stock 
and his overhead expense. His actual selling expense, ex- 
clusive of his own salary, runs over eight per cent. His stock 
shows a large overload on the small sizes in both women’s 





RR TT TT LT 
1 © 159 327 380 425 339 31S 282 310 303 327 83 98 it I4 


Plate A—Described Herewith 


ing larger, his business was growing less, and profits had 
ceased to exist. A ‘study of these composite size sheets will 
readily disclose the reason. Note that he had 327 pairs of 3s, 
380 pairs of 314s, while he had only 318 pairs of 5s, and 272 
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pairs of 514s—in high shoes. He had 355 pairs of 3s, 456 
pairs of 344s, while he had only 183 of 5s and 160 pairs of 


5¥s in low shoes. 
Would a composite size sheet of the women’s shoes 


in your stock show this proportion of sizes? 
Results of Actual Sales 


A safe and sane schedule of sizes from the buying stand- 
point can only be determined by the results of actual sales. 
Within the past few years consider- 


BOOT AND SHOE RECORDER 


write 11 per cent. Alongside of 4 and 7 write 6 per cent. 
Alongside of 344 and 744 write 4 per.cent. Alongside of 3 
and 8, write 2 per cent. Alongside of 24% and 8% write 1 
per cent. Alongside of size 2 and 9 write 4% of 1 per 
cent. 

The total of all of these percentages, it will be noticed, 
makes just 100. Bear in mind that this pyramid represents 
the experience in actual sales of a good many stores where 
records have been kept and is based upon C as the big selling 





able change has been made in the 





schedule of good selling sizes. There 
has been a great and rapid tendency 
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toward narrower widths and con- 
sequently toward longer sizes. Many 


AAA 





large city stores are now selling 


AA 598 


30 44 





more A’s and B’s than any other 
widths. While in stores of ordinary 
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size, the biggest selling width in 
5% 


38 





schedule on C widths, the largest 
selling size in women’s shoes is 5%, 
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A 
women’s shoes is C. Balancing a B 
Cc 
the next larger selling sizes are 5s D 
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and 6s. 
Records compiled in several stores E 
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in different parts of the country show 
that 50 per cent of all the sales of 
women’s shoes are on these three 
sizes—5, 51% and 6, in about the 
following proportions: 


TOTAL 2578 


16 per cent 
18 per cent 
16 per cent 


A size schedule running from 2 to 9 contains fifteen sizes 
and yet one-half of all the shoes sold in the average store are 
on only these three sizes. 
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Plate C—Described Herewith 


Draw a pyramid (Plate C). At the pinnacle write size 54% 


—and 18 per cent. Then down the left-hand side of the 
pyramid—write the sizes from 5 down, and on the right- 
hand side of the pyramid, write the sizes from 6 up, so that 
size 5 is directly opposite size 6. Size 44 is directly oppo- 
site size 614, etc. Alongside of size 5 write 16 per cent, and 
the same figure alongside of size6. Alongside of 4% and 64% 


It 177 355 456 392 2139 183 160 245 10% 204 27 
Plate B—Described Herewith 


width. Here is the modern size schedule based on one hun- 
dred pairs: 
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It is not to be presumed that every dealer will buy his shoes 
in one hundred pair lots, but records should be kept so that 
no matter what the size of the order is, the proportion should 
be maintained. Compare the above schedule with that 
which has been for years in vogue in making up regular case 
runs by manufacturers and wholesalers. Here it is: 
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In order to reduce these schedules to the same basis, let us 
multiply the old jobber’s schedule by 8. Then we have as 
follows: 
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A composite size sheet of the average store where selling 
records have not been kept but where the buying has been 
done in the usual haphazard way would undoubtedly show 
the stock to be in a condition nearly resembling this latter 
size schedule. If, indeed, the proportions of 5, 5- and 6s. is 
not considerably smaller and the proportion of 2- and 3- is 
not considerably larger than on this schedule. 

The only way of preventing the accumulation of odds and 
ends is to buy exactly on the same schedule upon which shoes 
are sold. Therefore, if this selling schedule is used as a buy- 
ing schedule, the accumulation of end sizes will be abolished. 

It is possible that in your store this selling schedule might 
not absolutely hold good, although it is almost a safe bet that 
it is more accurate as a buying schedule than the one now in 








vogue, unless you actually keep count day by day of sizes and 
widths sold. 

Keeping track of sizes sold is not so arduous a proposition 
as would appear on the surface. Herewith we are showing 









MAY (%tal sales Women's Shoes 
















MAY Total sales Men's Shoes 
















Plate D—Described Herewith 






(Plate D) a very simple method of keeping this record. Take 
a page in an ordinary counter book, rule it off into a size 
schedule. From the sales slips as they are turned in by the 
salespeople take off the size and width. No attention need 
be paid to the stock number or the price. _ Merely make a 
straight mark on this size sheet of the size and width of the 
shoe sold. Make four straight marks and a cross mark for a 
tally, making five in each group. Use a page for each month. 
No records need be kept of each separate day, but at the end 
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of the month, total the size sheet both ways to show the num- 
ber of pairs of each width sold and the number of each size 
sold. Percentages can easily be worked out showing the 
exact percentage of each size sold, and consequently that 








should be bought. 

Here you have an exact selling 
schedule to use as a guide in making 
up your buying schedule. 

In all probabilities you will find that 
the pyramid described above will be 
almost duplicated when you make up a 
year’s total from these pages. 


The Study of Real Records 


This record would be found invaluable 
for another reason. From consulting 
this the buyer will know exactly how 
many pairs he is safe to buy for each 
particular month of the year. Instead 
of buying ‘“‘by guess and by God’”’ he 
is buying by an actual record of past 
sales—has reduced his buying to an 
absolute scientific basis. He knows 
how many pairs he has sold for May, 
1919, he will, therefore, know how 
many pairs he is safe in buying for 
May, 1920. The good buyer would 
not, of course, in placing his original 
order for May, 1920, buy the full 
number of pairs that his record shows 
for May, 1919. He would be safe in 
buying 60 to 70 per cent of this num- 
ber of pairs on his first purchase, and 
then would ‘have plenty of leeway 
for sizing up and for adding any 
new styles that might develop in 
mid-season. 

In every convention of retail shoe merchants where round 
table discussion is indulged in the one topic of most intense 
interest to retail merchants is ‘‘Disposing of Odds and Ends 
and Stock Accumulations.”’ The best way to dispose of odds 
and ends is not to buy them. The best way to prevent not 
buying them is to know your selling schedule and then 
harmonize your buying schedule with your selling 
schedule. 
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under specifications dated April 15, 1919. 
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MEN’S SIZE SCHEDULES 


A Great War Developed a National Size Schedule on Men’s Feet 
In the early days of our participation in the war the size schedule was a misfit, for too many small 


sizes were ordered. Then followed three more size experiments. 
and military men on sizes the real size schedule has not been determined. 
For comparison, however, study the schedule issued this week on the new order of shoe tariffs. 
Schedule of sizes and widths desired on 250,000 pairs of shoes, bids on which are to be opened May 26th 





Even today with all the labor by civilian 
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A 2995 3575 
B 2375 9049 11611 13024 10629 
Cc 9416 12366 14191 15206 12124 
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Harmony Between Buying Schedule and 
Selling Schedule 


Eliminate End-Size Accumulations by Clean Merchandising Methods, Quick 
Turnovers and Equitable Division of Profits 





“Broken lots—mostly small sizes—a bargain if your 
size is here.” 





HIS sign and many similar to it greet the eye of the 
traveler as he goes from store to store throughout the 
country. Personal interviews with shoe merchants of 

‘ every class further emphasize the fact that their buying 
schedules generally are not in harmony with their selling 
schedule. 

A certain scale of sizes is ordered by mere force of habit and 
at the end of the season an accumulation of end sizes that 
must be sold at a loss stares the buyer in the face. 

Much has been said through the “Recorder” and other 
trade journals on this topic within the past twelve months. 
Many merchants are just beginning to awaken to the fact 
that .we are entering into a new era of merchandising. 

They are obtaining a vision of prosperity and contentment 

in their business based on the theory of clean merchandising 
methods, moderate profits, quick turnovers, generous and 
equitable division of profits between the store and the 
employe. 

Frequent Shipments. Faster Turnovers 


The larger and more progressive factories are working on 
schedules that proyide for the shipment of a certain number 
of pairs each week of the year. Many of the factories will 
accept orders only on condition that shipments are spread 
over a number of months rather than being all concentrated 
into one shipment at one particular time. The advantages of 
such a plan, both to the manufacturer and the retail mer- 
chant are too apparent to need extensive comment. 

In the words of one of the most progressive wholesalers of 
the Middle West, “‘Shoe business today in the better grades 
is strictly a style proposition. Price cuts mighty little figure. 
The public wants what it wants when it wants it. Very few 
of the progressive merchants duplicate on women’s or men’s 
style shoes. The game today is to get in a good, snappy, 
peppy shoe or two, merchandise them rapidly, clean up the 
odds and ends, and have another one ready to spring in its 
place. This insures style all the while and not only stimulates 
business, but creates business. It makes two blades grow 
where only one grew before.” 


Keep Tab on Sizes Sold 

This scheme of new era merchandising necessitates a more 
careful watching of stock, a more frequent clean-up of end 
sizes, a closer harmony between the buying and selling 
schedule. 

The plan of keeping daily records of all sizes and widths 
sold and totaling them at the end of the month to be used as a 
guide for future buying is a matter of absolute necessity and 
is hastening the turnover in every store that has adopted 
the plan. It is so easy to kéep such‘a record and so effective 
in eliminating the accumulation of poor selling sizes that no 
store should do business without it. 


The idea of putting P. M.’s on the slow movers and broken 
lots is yet frowned upon by many good merchants because, 
on occasion, customers are misfitted or induced to buy a shoe 
that is not designed for their particular needs. Other equally 
good stores, however, are having splendid success with the 
P. M. system for cleaning stock. This is especially true in 
stores where sales people are paid on a division of profit basis 
and are made to realize that their net earnings must depend 
absolutely upon the net earnings of the store, and when a 
customer is misfitted or not properly sold that not only the 
store, but the sales person who completed the transaction 
must share the loss. There is absolutely no question but what 
the P.M. system will move undesirable merchandise and the 
stores today which show signs of the most prosperity are the 
stores that are showing a rapid turnover, not only in dollars 
and cents, but in pairs. 


Service and Appearance Not Low Price 


As forecasted in the “Recorder” from week to week for 
several months past prices have advanced and the tendency 
is still upward. Within the past ten days shoe travelers have 
received-very substantial advances all along the line and yet, 
as the sales manager of a large Western factory puts it, “The 
public is not contending for lower prices but for service and 
satisfaction. It wants shoes that will not only wear but 
will retain their shape and good appearance—shoes that will 
hold up and look the part. The man or the woman who pays 
$10.00 or $12.00 for a pair of shoes and gets the requisite 
amount of wear and good looks to which he is entitled is 
pleased and content, while the man or woman who pays 
$6.00 and gets neither service nor good appearance is doomed 
to disappointment. Not only in the purchase but in the 
store that made the sale.” 

There are yet some manufacturers and some retail mer- 
chants who have not seemed to grasp the truthfulness of this 
statement. In a store selling a line of men’s supposedly high- 
grade, nationally-advertised shoes was seen a pair of black 
vici kid shoes on a staple last marked to retail at $10.00, in 
which was a cheap, flabby, dull sheepskin tongue. The 
manager of that store said that the shoes were billed to him 
at $5.90. The factory that made this shoe is absolutely unfair 
to its customers. The sheepskin tongue will be an eyesore 
to the wearer of that shoe and is sure to result in many 
complaints. Both the manager and the salesmen had a 
little less confidence in the factory on account of this short- 
sightedness. A few cents more would have supplied a good 
kid tongue in keeping with the rest of the shoe and avoided 
much ill feeling and dissatisfaction and yet the profit would 
have been sufficiently large. 


Pessimism Ruins Business 


There are a few retail merchants who are imbued with 
the idea that because shoe prices are higher than in years 
past it is necessary to concentrate their business on lower 
grades in order to keep their prices down where they feel the 
public is demanding them to be. They overlook the im- 
portant fact that along with increase in commodities has 
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come a corresponding increase in wages and people are de- 
manding old-time quality not old-time price. Most stores 
which are adopting this policy are complaining about business 
conditions, are obsessed with fear and through contact with 
their trade are spreading the contagion and making matters 
worse for themselves and their community. 

This is a day when every thought of every business man 
should be constructive and not destructive, when all efforts 
should be bent to the building up of his own business organi- 
zation and the betterment of his community at large. 


Milwaukee Shoe Sales’ Association 
Holds Luncheon 


Consider Foreign Opportunities in Footwear and 


Leather 

Under the auspices of the Milwaukee Shoes Sales’ Associa- 
tion about fifty representatives of the tanning, leather and 
shoe manufacturing industries attended a luncheon at the 
Milwaukee Athletic Club, Friday, May 9. 

The first speaker introduced by President W. J. Booth was 
Lieut. Rankin, who spent nearly two years in France. He 
was in the thickest of the fighting on many occasions and his 
vivid description of these engagements was much appreciated 
by his audience. He spoke in highest terms of the excellent 
quality of shoes furnished to the American Army by the 
American shoe manufacturers. 

In introducing Everit B. Terhune, general manager of the 
“Boot and Shoe Recorder,” President Booth paid the “Re- 
corder” the high compliment of saying that it was doing more 
than any other one factor to bring about a harmonious under- 
standing between shoe manufacturers and retail shoe mer- 
chants. 
The Opportunities in Foreign Trade 

Mr. Terhune told the representatives of the Milwaukee 
Shoe and Leather Industry of his observation in foreign fields, 
both as to present conditions and the outlook for the future. 
He believed, he said, that it was the duty of American manu- 
facturers in all lines to hold the prestige that had been gained 
by America in the foreign markets of the world incident to 
the war; that it was just as much of a patriotic duty to supply 
European countries with American goods as it was to buy 
Liberty Bonds and supply the allied nations with American 
gold. In his opinion there is a splendid opportunity for 
American made goods in the markets of Europe. He called 
the attention of his audience to the fact that European na- 
tions are already organized in a big way to go after world 
business and only through concerted efforts and organization 
can American manufacturers hope to trade on equal footing 
with these European manufacturers. In Mr. Terhune’s 
opinion the three sttongest competitors that the manu- 
facturers of the United States will have to face in the world 
markets will be England, Germany and Japan. Each of 
these great nations has already started propaganda work, 
preparations to control as far as possible the world markets. 


Detroit Merchants Organize 


Retail Merchants’ Bureau of Chamber of Commerce 


The Retail Merchants of Detroit, who have organized a 
Retail Merchants’ Bureau, are planning to make this Bureau 
one of the most active groups affiliated with the Chamber of 
Commerce. The Association in the beginning will consist of 
about 100 down-town retail stores. 

Membership in the Association is limited for the present 


to centrally located stores. When the organization is per- 
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fected efforts will be made to bring in the majority of the 
other retail stores of the city. 

Two representatives from each line of business are members 
of a permanent executive committee. This committee held 
its first regular meeting Friday, May 2, and adopted plans 
for the formation of a permanent organization. 

J. E. Wilson of the Walk-Over Shoe Company was elected 
chairman of the committee and C. A. Newcomb, Jr., of the 
Newcomb Endicott Company was elected vice-chairman; 
Among the other members of the Executive Committee are: 
W. P. Emory of Crowley-Milner Company; Z. Himelhoch of 
Himelhoch Bros.; J. E. Andres of Kline’s; A. O. Day of 
R. H. Fyfe Company. 





*“*Hits’’ in Footwear for the Babies 


Geo. J. Wilson, Inc., of Rochester, New York, recently 
brought out a line of baby spats which made a real hit. The 
spat illustrated is of white moleskin cloth with baby blue 





A Baby Spat of White, with Blue Edging 

and Pearl Buttons. Shown over the 

“Wilson Creeper’ with Elkskin Sole and 
Tip. 


edging and pearl buttons. This same spat may be obtained 
with pink trimmings. 

Another feature of this house is the ‘Wilson Creeper,” 
which is made of elkskin sole and tip. They also carry a 
washable all white dress shoe including sole. This shoe is 
trimmed with pearl buttons. In addition to the line of white 
shoes, they also carry pinks and blues. 


Atlas Shoe Company Opens New Store 


The Atlas Shoe Company has opened a new shoe store at 
26 Church Street, New Haven, Conn., under the firm name 
of the Atlas Shoe Company. The personnel of this company 
consists of Jacob M. Bogoff and Samuel Gamer. Jacob M. 
Bogoff was formerly with the Golden Shoe Company of New 
York and also with the Beck-Hazzard Shoe Company of 
New York for a good many years. Mr. Bogoff has gone into 
partnership with Samuel Gamer, a local man formerly in the 
gents’ furnishing business, but devoting his time to the shoe 
industry at present. 

Nothing but men’s shoes at popular prices are carried. 
With a location in the heart of the city, there is every reason 
to predict that the Atlas Shoe Company will make a great 
success of their new establishment. 
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NOTICE a wide interest in the bonus as a means of 
stimulating not only retail sales, but a greater efficiency 

in other departments of retail stores, such as the pay- 
ment of bonuses for careful packing, prompt deliveries, the 
elimination of errors and waste, and the like. Practical plans 
for awarding such bonuses are constantly appearing in trade 
journals like your own. 

There is an excellent opportunity to link thrift with 
bonuses. All money earned in this way by employes in retail 
establishments is practically extra money, paid by the 
employer for greater effort, skill and carefulness. 

Now, shall this money be lightly spent as “velvet,” or 
might it not better be regarded as savings, and securely 
invested? 

A Well-Planned System 


I believe that if both employer and employes will look at 
bonuses from the standpoint of thrift, there will be an im- 
provement and extension of the whole bonus plan. Some 
bonus plans amount to little more than prizes. That is, the 
employer will offer a nominal sum, say $10 weekly, to be paid 
to the salespeople who make the greatest number of sales 
each week, or the greatest increase over the last week’s 
sales. Prize money divided that way may give only a couple 
of dollars monthly all round to each salesperson in an aver- 
age store. But where substantial additions to pay envelopes 
are made on a real bonus system, and there is honest profit 
sharing on extra earnings, employes might benefit by earning 
10 per cent over their fixed wages. Almost any capable 
employe has 10 per cent reserve power, and a well-planned 
bonus system would bring this reserve power out. The 
employe would profit by increased earnings and the employer 
by greater turnover and reduced overhead. 

Systematic thrift implies orderly saving by a plan of at 
least 10 per cent of one’s income and safe depositing of that 
money in a bank, or putting it into some security. Let any 
man or woman set aside 10 per cent of their income for a few 
months, and he or she will be benefited greatly. Such sav- 
ings provide for emergencies, keep people out of money 
lenders’ hands, teach better management of money and 
things, give respect for other people’s property, and arouse 
the energy and ambition which develop executive ability. 


Link Bonus Plan with Investment 


The bonus plan should not only be linked with thrift, but 
may be linked with investment. If extra earnings were paid 
employes in the form of War Savings Stamps, they would 
not only be saved the moment received, but each 80-cent 
bonus would be increased to a future dollar. There is no 
better or safer investment security available today than the 
War Savings Stamp, and moreover, it has every advantage 
of convenience, because deposit calls for no trip to the bank, 
and no detail. 


$800,000,000 Available for W. S. S. 


Through the War Savings Organization the Government is 
conserving thrift habits acquired during the war. Govern- 
ment borrowings, now that the Fifth Liberty Loan has been 
subscribed, will largely take the form of War Savings Stamps. 
Last year more than $1,000,000,000 worth of these little 
stickers were purchased by the nation. It is estimated that 
a similar amount yearly will suffice for Government finance, 
and that the thrift habits inculcated by the War Savings 
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Putting Thrift Into the Real Bonus 


By JAMES H. COLLINS, Special Writer War Savings Organization, Treasury Department. 














Stamp will result in economies amounting to billions of dollars 
in addition, which will benefit our savings banks, life in- 
surance companies, building and loan associations, com- 
mercial banks, bond houses and the whole industrial and 
economic business of the country. It is interesting to learn 
that the coupons on Liberty Bonds alone now return to the 
holders $800,000,000 yearly, and that simply transforming 
these coupons directly into War Savings Stamps will come 
within 80 per cent of meeting the Government’s future 
borrowing needs. 

In planning bonus payments employers may well consider 
the possibilities of the War Savings Stamp. Let the bonus be 
planned as extra earnings to bring out extra effort, and these 
extra earnings be securely put away for a rainy day. I 
believe that if the matter were ‘placed before employes in 
this light most of them would see the constructive possi- 
bilities, and that they would gladly accept bonus money in 
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A Retail Shoe Merchant’s Ideal 


**Couple good advertising and good buying 
with reasonable profits and suggestion and 
you have my ideal for a successful shoe busi- 
ness.”’ S. Judge Stiffler of Stiffler’s Upstairs 
Shoe Store, Flint, Mich. 











the form of War Savings Stamps—a percentage of it at least. 
Of course, payment in this way should be made only with 
their own consent. 
Write to War Savings Organization 

The War Savings Organization is interested in hearing 
about every bonus plan linked to War Savings Stamps. You 
are asked to publish this letter so that the business men who 
read your journal may view present or contemplated bonus 
plans from this aspect of thrift and savings. Wherever the 
thrift view has been applied to bonus plans, and bonus 
money is being paid in War Savings Stamps, the War Savings 
Organization would be glad to obtain details, so that informa- 
tion about successful methods may be made available to 
others. 


Rush to Buy American Shoes 


Brussels Crowds Struggle to Get Into Store When 
Opened 

Brussels (From Associated Press)— American shoes were 
placed on sale here. 

Great crowds struggling to reach an objective on the 
northern side of thé Rue Neuve becoming noisy and unruly 
caused a call to be sent to the police station for the reserves. 
The objective was an American shoe store which had just 
advertised for sale a carload of footwear, at prices ranging 
from $10 to $12. In the shopping district shoes were worth 
from $16 to $30. 

The supply was exhausted before sundown. As two poorly 
dressed women emerged from the store one was heard to say: 
“Blessed be the Americans; I have saved 50 francs.” 
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A Big Mid-Summer Shoe Exhibition Being Staged by the Shoe Travelers’ 
Association of Chicago— July 7-11 


N the spirit which actuated the shoe travelers of Chicago 
the Shoe Exposition at the Morrison Hotel July 7-11 is 
reflected that modern disposition of co-operation which 

has made this organization popular throughout the country. 
The great big thought underlying the whole proposition is 
better service to retail merchants by shoe travelers. 

It is recognized by the leaders of this organization that 
there was considerable doubt in the minds of many merchants 
as to what proportion of the season’s purchases should be 
made in advance. 

“To Buy or Not To Buy” was the question that many 
buyers were trying to solve for themselves when the shoe 
traveler made his visit to the merchant’s store. Shoe prices 
looked high and the merchant had been led to expect that 
they would be lower rather than higher. But when the 
samples were shown him, instead of showing decline in 


price, nearly every shoe was priced higher than the previous. 


season. 
Another factor entered which further increased the doubt 


of the merchant as to the buying policy he should pursue. 
This was the introduction of mid-season’s styles. He had 
seen satins and suedes in both colonials and oxfords take front 
rank among the best sellers,when at the time he did his buying 
for Spring he had not the least intimation that such would 
be the case. 

It was a happy thought, therefore, on the part of the shoe 
travelers of Chicago to stage this wonderful, unprecedented, 


co-operative, get-together exposition. 
125 Lines to Be Shown 


Under one roof will be shown approximately 125 lines of 
shoes. Some of these are direct from manufacturer to 
retailer propositions. Many of them are in-stock lines 
available for either immediate or future delivery. 

Brooklyn, Philadelphia, Boston, Haverhill, Brockton, 
Chicago, St. Louis, Milwaukee, in fact, every shoe manu- 
facturing center of the United States will be represented in 
the displays at the Morrison Hotel during the shoe exposition. 

While this big show is being staged by Chicago travelers, it 
is, as the name implies, a National Exposition. Practically all 
of the Chicago manufacturers and wholesalers will be repre- 
sented in the exposition. But by far the greater majority of 
lines will be those of other than Chicago manufacturers or 


distributors. 


’ Latest in Findings and Equipment 


Besides the regular lines of shoes will be shown every 
variety of findings, foot appliances, polishes, laces, store 
equipment, store fixtures and window fixtures. In fact, 
everything that goes to make up the stock of a shoe store, 
as well as the furnishings and fittings. There never has been 
a time when the average merchant was spending as much 
money on window fixtures and window decorations; upon 
the appearance of the interior of the store; upon modern 
conveniences and labor saving devices in the store, as at the 
present. This exposition will prove the greatest opportunity 
retail shoe merchants have ever had of seeing what is most 
modern and most desirable in store and window equipment. 

The modern shoe store today comprises many departments 
that were not formerly considered a part of retail shoe mer- 


chandising. Findings of various sorts have grown to such 
an extent as to form a department of their own. Hosiery is 
finding its rightful place and being departmentized in many 
shoe stores. The repair department is gaining more serious 
attention as a profit producing department in the modern 
shoe store than in former days. Both merchandise and 
equipment for these various departments will have a promi- 
nent place in the Chicago National. Shoe Exposition. 


A Forum for Exchange of Ideas 


While this exposition is in no sense a convention either of 
shoe travelers or retail-merchants, yet, the retail merchant 
visiting the exposition will have an unusual opportunity to 
meet the best informed shoe travelers; he will also meet 
many of the most progressive retail shoe merchants of the 
country. Here will be a forum for the exchange of ideas; an 
opportunity to talk over those problems which are besetting 
the retail merchants of the country today. The educational 
advantages, therefore, to be gained by spending a few days 
in this meeting will far outweigh the expense and time and 
money necessary to attend the exposition. 


Dave Davis Busy 

Dave Davis, the untiring secretary of the Shoe Travelers’ 
Association of Chicago, is giving up his entire time to the 
management of the details of the-exposition. His office is at 
35 South Dearborn Street, Chicago. He will gladly furnish 
to any retail merchants full information relative to the 
exposition. As a member of the Hotel Committee he will 
make hotel arrangements and reservations for any retail 
merchants who desire his services in this capacity. 





Liberty Bond Record of Employes and 
Other Achievements of “The Shoe’”’ 


Employes of the United Shoe Machinery Company at 
Beverly rolled up a grand total of $781,450 in their purchase 
of the five issues of Liberty bonds. Another push, and they 
would have brought the grand total up to $1,000,000, which 
is a good round figure. 

However, $781,450 is a handsome showing, and it proves 
that the employes at ““The Shoe” are strongly standing up 
for the government. 


900 Men in the Service 


Besides buying $781,450 in Liberty bonds, ‘“‘The Shoe” 
crew sent 900 men into the service. At the same time, it 
maintained a production of machinery sufficient for the 
making of shoes for all the soldiers and sailors, and for all in 
civilian life, too. And the American army shoes were the 
finest fighting shoes of the war. In the making of them so, 
“The Shoe” crew had its part, for it provided the best shoe 


machinery in the world. 
Re-employ 500 Returned Soldiers 
Now, ‘The Shoe” crew is doing its bit in peace time. It 
bought $165,400 worth of the Victory loan. Also, “The 
Shoe” has re-employed 550 returned soldiers, and it now has 
a strong crew, busily at work, producing machinery for the 
new development of the American shoe industry. 
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Memphis Celebrated One Hundredth 
Anniversary on May 21 and 22 


The Memphis Centennial Celebration was held May 21 and 
22. This celebration was one of the biggest of its kind Dixie 
has ever seen, and brought the city of Memphis much 
recognition from magazines and daily newspapers. 

Out of compliment to our many subscribers in this section 
of the South, we are publishing a sketch prepared by our 
Memphis representative. 


A Short History of Memphis 


Three hundred and seventy-eight years ago, May 21-22, a 
party of intrepid Spanish explorers, under the leadership of 
that peerless adventurer, Fernando DeSoto, broke through 
the jungles on the bluffs of the Mississippi River at Memphis 
and discovered that greatest of all streams,-the North 
American “‘Nile.”’ 

Little did DeSoto and his handful of fearless followers 
dream that less than four centuries later there would be 
erected, almost on the identical spot in which they had 
planted their standard in behalf of the Spanish crown, a city 
predestined to rival its ancient namesake of the African 
continent. 

Could that historic mariner return from the placid waters 
of the stream he found and into which he was laid away a 
year after its discovery, he would find, upon a visit to the 
scene of his greatest triumph, descendants of pioneer frontiers- 
men paying him homage. For the Queen City of the Missis- 
sippi, 100 years old, celebrated the centennial anniversary 
of her birth, May 21-22. , 


A Gala Birthday Party 


The celebration was a birthday party unsurpassed in both 
magnitude and splendor; an epochal event in the glorious 
history of one of the oldest cities below the Mason and Dixon 
line. 

There are several reasons why the metropolis of the Tri- 
States—Tennessee, Arkansas and Mississippi—should make 
much over the one hundredth anniversary of the birth of 
Memphis. Here is another: The most important event in 
the history of the city and of Shelby County after discovery 
of the Mississippi River was the creation of the town site in 
May, 1819. It was also in that year that the first line of 
demarcation between the states of Tennessee and Mississippi 
was run, and in the same month of that year James Monroe, 
then president of the United States, signed a treaty with the 
Chickasaw Indians by which Indian title to all of West 
Tennessee was extinguished. 

Those four events, considered by themselves, are of in- 
disputable and sufficient importance from a historical stand- 
point—to say nothing of their consideration from a viewpoint 
of civic pride—and justified an anniversary celebration on the 
tremendous and elaborate scale as carried on by the Mem- 
phis and Shelby County Centenary Celebration, Inc. 
Truly the year, 1819, was a red letter year in the history of 
the.city, and in recognition of that fact the celebration 
for the centennial was a fitting one. 

When the subject was broached to the county and city 
authorities—and Memphis occupies a large portion of the 
county—sponsors for the movement were told in so many 
words to “go to it.’’ Civic, business, religious and educa- 
tional organizations were behind the project, and social 
leaders lent their efforts to the celebration which attained 
the huge success it so justly merited. 
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A New Specialty House 
Mi Lady Shoe Co. Commences Business in New York 


The specialty shoe business for which New York is the 
recognized headquarters has recently received an addition 
to its ranks in the organization of Mi Lady Shoe Company, 
the headquarters of which is at 54 Reade Street. This new 
concern is a partnership of Samuel W. Feldstein and Oscar 
Levy, both formerly connected with the A. H. Gaines- 
Gordon Company of New York and so familiar with the 
problems and requirements of a specialty shoe business. 

The policy of the new firm will be that of carrying on the 
floor in its New York headquarters complete stocks of 
women’s novelty footwear strictly conforming to style 
tendencies and available for immediate delivery in both 
welts and turns and of high as well as medium grades. The 
new firm has manufacturing interests in Brooklyn where it is 
manufacturing the highest grades of women’s hand turned 
footwear in both low and high cut models. Although having 


- opened its doors less than a month ago the new concern is 


well organized and has a generous stock of goods on the floor, 
while new goods from their Brooklyn factory are arriving all 
the time. 

Mr. Feldstein of the house, who is well acquainted with the 
large trade in various sections, will shortly leave on an ex- 
tended trip embracing all of the principal cities between New 
York and San Francisco. The members of the house are 
very much gratified at the reception that has already been 
accorded them in the trade, and are in receipt of not only many 
letters of congratulation from important retail merchants 
throughout the country, but have been favored with a very 
generous number of orders as well, as a result of their pre- 
liminary announcements and statements of merchandise 
available. Both men are popular and widely known through 
their former shoe connections, and this combined with their 
aggressiveness and knowledge of the shoe business and the 
particular requirements of the trade in novelty and specialty 
lines, gives assurance of immediate and continued success. 





“Trading with the Far East”’ 


Information for the Exporter 


“Trading with the Far East,” a companion volume to 
“Trading with Latin America,” is a new title in the Foreign 
Trade series issued by the Irving National Bank, New York. 
It marshals facts and information for the man who is too 
busy to gather them firsthand and outlines effective ways of 
meeting the problems arising in connection with the routine 
of trade activity in the Orient. In acquainting the manu- 
facturer or exporter with outstanding factors in trade beyond 
the Pacific, it provides an interpretation for commercial 
purposes of conditions in what promises to be one of our most 
exceptional markets for years to come. 





Flexible Shoes Insure Good Fitting 
and More Sales 


A shoe, when flexible, slips onto the foot easily, like a glove 
onto the hand. The store salesman saves time in fitting a 
flexible soled shoe. He can put it onto the foot quickly. He 
doesn’t have to pry it on, by might and main. By saving of 
time in fitting, he speeds up his sales, increases his number of 
customers, and adds to his salary. The requirement of 
modern merchandising, as well as the requirement of the 
public, demand footwear that is flexible, and consequently 
that fits well. 
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No. 111 
No. 112 No. 114 
Kid Lace Oxford, Pl. Toe,§10-8 Hee , In Stock Kid Blucher Oxford, Pl. Toe, 10-8 Heel, In Kid Fox Oxford, St. Tip, 8-8 Rubber Heel, 
B to E. Stock B to E. In Stock C to EE. 
Price $3.35 Price $3.35 Price $2.65 





Kid F« 


» Polish, Pl. Toe, 10-8 Heel, In Stock Kid Fox + St. Tip, 8-8 Rubber Heel, In Kid Polish, Pl. Toe, 10-8 Heel, In Stock B to E: 
Bto E S 


Dependable Black Kid Turns 


Made By 


TURN SHOE SPECIALISTS 


Now is the time to be well supplied 
with these ready sellers. Forty 


staple styles ready TO SHIP 














No. 121 





_ Stock C to EE. 
Price 33.75 Price $3.50 Price $4.25 


AULT-WILLIAMSON SHOE CO. 


MANUFACTURERS 


AUBURN, - - - - MAINE 
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Are You Buying Welts, Turns and 
McKays? 
It Is Workmanship and Materials That Determine the 
Real Values in Footwear 


Some buyers of shoes may observe that welts, turns and 
McKay shoes are on substantially the same standing in 
the women’s trade these days. 

The welt shoe is recommended asa shoe as flexible as the turn, 
the McKay shoe is recommended as a shoe as flexible as the 
welt, and the turn shoe is recommended as durable as the welt. 

Time was when buyers picked welts as high grade shoes, 
McKays as shoes of a cheaper grade, and turns as a specialty. 
But now these three kinds of shoes, in the better grades, are 
of substantially the same standing. This is proven by the 
fact that merchants now commonly offer their shoes at prices 
fixed according to their quality, and often make no mention 
of whether they are welt, McKay or turn made. 

For this change, there are some reasons of a technical 
nature. Makers of welt shoes buy soles in No. 5%, No. 6 
and No. 6% weights. Makers of McKay shoes buy soles of 
No. 7 and No. 8 iron, and makers of turn shoes buy soles of 
No. 8, and even No. 9 and No. 10 iron. 

The welt shoe manufacturer adds the insole, the filler and 
the welt to his bottoms, and he gets a bottom as stout as any 
buyer may desire. It is certainly as thick as the bottom on 
the McKay or the turn shoe, that is made of the heavy weight 
leathers. 









BOOT AND SHOE RECORDER 55 


The maker of the McKay shoes, through improvements in 
his bottom stock, his sewing machine, and especially his 
leveling process, can now make a McKay shoe with a bottom 
as flexible, and as smooth on the insole, as is a welt shoe. 
The maker of the turn shoe, by use of his heavier soles, and 
improved shoemaking methods, gets out a shoe as durable as 
either the welt or the McKay, at the same time retaining all 
the flexible:features of the turn. 

So the welt, the turn and the McKay shoes are of approxi- 
mately equal grade, when made by real shoemakers. It is the 
skill of the maker, and not the character-of the machinery, 
that determines the real value of the shoe. 

One maker, thinking to save a bit on the costs of making 
his shoes, selects a sole that is stiff and brittle. Such a sole 
will crack, no matter whether it is stitched by the McKay, the 
welt or the turn process, and will wear out too quickly. 
Another man, thinking to put all the quality into his shoes 
that the trade will stand, selects a sole that is as strong and 
as flexible as a piece of belting leather. Such a sole as this 
will give satisfactory service, whether it is stitched by the 
welt, the turn or the McKay process. 

Some exceptions to these general statements there are, 
to be sure. One manufacturer will make a special claim for 
welts, another for McKays and another for turns. But if a 
buyer will take a good look around, he will doubtless be con- 
vinced that it is the skill of the manufacturer, the human 
factor in the proposition, not the dull, unthinking machinery 
processes, that determines the real merit of the shoes. 





Ashes to Ashes and Dust to Dust 
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If High Prices Don’t Get You---Prohibition Must 
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Make your plans now for a bang-up win- 
dow display for Foot Comfort Week 


You have an excellent opportunity this year of winning a substantial cash prize. But this should not be 
your only incentive for putting in the best display you possibly can. The increased business you will secure 
will repay you many times for your efforts. 


LIST OF PRIZES 


There will be two separate and distinct groups of prizes of equal value as follows: 
1. Towns of 10,000 population and less. 2. Towns of over 10,000 population. 
The same amount of prizes will be awarded to each class, divided as follows: 
First Prize Fourth Prize 
Second Prize ‘ Fifth Prize—5 Best, $10.00 Each 
Third Prize 25.00 Sixth Prize—5 Prizes, $5.00 Each 
Total for both groups 530.00 


ZN 


SWZ 


Z]~Y). 


STAN 


A Special Prize of a regular $4.00 Waterman Self-Filling Fountain Pen with name of contestant engraved 
thereon will be awarded to each contestant whose window is not awarded one of the above prizes. 


Big newspaper and magazine advertising campaign will help 
you “Cash in” 


providing you link up your store with it. This can be easily and economically done by putting in a special 
Foot Comfort Week window display and running local advertising. 

Full page copy will appear in the Saturday Evening Post and commanding space will be used in such dominating 
magazines as the Ladies’ Home Journal, Woman's Home Companion, Literary Digest, etc. 

A double page will be inserted in the New York Journal, full pages in the Boston Post, Baltimore News and 
the Chicago Tribune, as well as liberal space in Pittsburgh and other cities. 

Write today for elaborate window trim material and newspaper electros. All this valuable business pro- 
ducing material furnished absolutely free, express prepaid. 


THE SCHOLL MFG. CO. 


Largest Makers of Foot Appliances in the World 
213 W. SCHILLER ST., CHICAGO 339 BROADWAY, NEW YORK§ 
TORONTO LONDON 
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ACE CALF 


COLOR No. 75 
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A smooth finish Ruby Red 
—the accepted Fall style— 
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Also in boarded finish if desired 
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S. Barnet & Sons, Inc. 


Tanneries at LYNN, MASS., U. S. A. 
Salesrooms, 75 South Street, Boston, Mass., U. S. A. 
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NOVILLA KID 


COSTS LESS—WORTH MORE 


A leather that takes the place of kid for either men’s, women’s or children’s shoes. 
The appearance of the shoes gives an impression of dignity that suggests quality. 


NOVILLA KID is made from choice light weight cowsides. It looks and feels as 
good as any high grade kid made but is more durable and does not scuff. 


If you want first-class, dressy looking shoes without paying a fancy price just tell 
your manufacturer to cut them from NOVILLA KID. 


BE SURE OF THE GENUINE—MADE ONLY BY 


CASTLE KID COMPANY 
CAMDEN, - NEW JERSEY 


























Lace Shoes 


A QUICK FIT 


It is always possible for shoe salesmen to make a quick 
fit with lace shoes — the universally popular footwear 


for fastidious women. 


No moving of buttons to allow the shoe to hug the 
lines of the ankle. Lace shoes with Diamond Brand 
Fast Color Eyelets always fit. And because they stay 
in shape better and are more harmonious with. every 
skirt style tendency, they will always be in vogue, no mat- 
ter how the cut or material of the shoe itself may vary. 


Diamond, Brand Fast Color Eyelets have made lace 
shoes possible. They never wear brassy. Never pull out, 
allow as tight lacing as milady pleases. 
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Be sute to insist with every lace shoe order 
that Diamond Brand Fast Color Eye- 
lets are used. If the little Diamond 
appears on the top of each eyelet, 
then, and only then, are 
you getting what you 
are asking for. 


UNITED FAST COLOR 


EYELET COMPANY 
BOSTON, MASS. 
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~ DEMOBILIZATION . 
AND SHOES 


emobilization of our army of gallant boys ‘‘over there’ and 
“over here’’ will mean an ever increasing demand for good shoes. 
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It will mean a big demand for BEALS-PRATT Shoes, 
for they are just the caliber of a shoe that young men want. 
BEALS-PRATT Shoes will ‘““make good’ with them just 
like they “made good” for Uncle Sam. 


L/ 
neal 


MUI] 


You'll surely want to have your store looked upon 
as headquarters for good shoes. 


Let BEALS-PRATT Shoes influence this opinion 
for your store. 
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BEALS-PRATT SHOE MFG. CO. 
Milwaukee and Watertown 


Wisconsin 
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PREMIER Spats lead in sales be- | Ph ny laos 
cause they excel in the qualities ; 
which promote sales—fit, quality, oe . een a ao 


workmanship and colors. They customer. 

give the most value at a moderate Tasteful, harmonious, luxurious, 
t comfortable Chairs mean more 

cost. sales—more repeat customers. 

¢ . American Interlocking Chairs are 

Place your Fall orders now. | the most comfortable, 0 most 

. urable, the most economica 

Samp les upon request. | type of Shoe Store Seating made. 

| tite us for complete catalog. 


RICAN SEATING (OMPANY 


CHI , ILL. NEW YORK 
| 1016 Lytton Bldg. Room 601 119 W. 40th St. 


Premier Gaiter Co., inc. 
129 Grand Ave. Brooklyn, N. Y. | A 


* Premier Spats are guaranteed the best 
fitting and best made at the price. 
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SERVICE 


HYGRADE SHOE WORKS 
108-110 Duane St., New York ; 


FACTORY: 2963-81 Atlantic Avenue, BROOKLYN, N. Y. 


FOR MISSES AND CHILDREN 











Promptness in getting orders made up—A sufficient quantity of 


' shoes for at once delivery on stock lines—Instant attention and 


quick delivery on all orders— 


These are the requirements—and to meet them we have just 
added 19,000 square feet of floor space to our Brooklyn factory, 
which will give us an output of 


3000 PAIRS PER DAY 


and this will be the output after June Ist. 


An adequate salesroom for our visiting customers—greatly 
increased warehouse capacity in our New York headquarters, 
as announced two weeks ago, is another contribution to the 
service we offer the shoe trade. 


WESTERN’ BUYERS—Will find Dr. Adler’s Hygrade Shoes — 
adequately displayed in our Western office. Lees Building— 
Chicago, Ill. Mr. Rauchman, manager—and will receive the 
same courtesy and service as in New York. 


Would it not be worth your while to get in touch? Send for our 
catalog of stock styles—You will find much to interest you and 
to fill in your lines—now. 


VU TEAUELELOGTOCUOTOSSSRRACAIEETZ, 


CHICAGO OFFICE: Lees Building 

















=—pBilliken 
PArive ROOM FF 
APARTMENT. | — 





24 


Landing of William Ran 
1682 





The staunch worth of William Penn, his supreme humanity, 
his unassuming gentility and good common sense toward all, 
stamp him as one of our strongest characters at a time 
when this country was producing super men. 


The makers of “Billikens”, admiring these quali- 
ties, have combined common sense shape, genteel 
| appearance and sturdy value to make a shoe which 
| will be the keystone for the structure of your 
business success. 


Buy “Billikens” and start building. 


MSElrouSloan 


Saint Louis 


Sr aa. Hy rae emer 
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HE ‘“Foot-Fitter” is the biggest selling 
single style in the U. S. A.—but we are ex- 

clusive selling agents for New England! It’s a real shoe for 
real men—the one shoe that won New England—AA to 
EE, 5 to 12 (sizes and half-sizes)! $5.50! 

‘“‘Foot-Fitters”’ are made with heavy grain sole - 

leather innersoles, counters and toe boxes! Whole 

lift, grain oak leather heels! ‘‘Edmo” calfskin inside 

counter pockets, heel stays and side linings! Extra quality 

lining, which will wear for the life of the shoe! 


(SOLID LEATHER ALL THRU) 


i—A. H. BERRY SHOE COMPANY— 
PORTLAND, MAINE 


Boston Office: 428-430 Albany Building 
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“WHITCOMB” 


Stock No. 


1722 
1800 
1801 
1807 
1810 
1850 
1851 
1852 
1853 
1854 
1855 
1857 
1858 
1901 
1909 
1912 
1914 
1916 
2001 


Our English 
Toe Lasts 
PRESTO, 
METEOR, 

and 

CARLETON 

All the same 

type but vary- 
ing in height of 
toe and heel 
and in amount 
of recede and 
swing. 


1200 
1300 
1301 
1302 


1304 


1402 


DESCRIPTION 
Blk. Cabretta Bal. 

Blk. Glazed Horse Blucher 
Bal. 

Gun Metal Blucher 

Gun Metal Bal 

Gun Metal Blucher 

Gun Metal Bal 

Gun Metal Blucher 

Gun Metal Blucher, Soft Toe 
Gun Metal Blucher, Neolin Sole, Wingfoot Heel 
Gun Metal Bal, Neolin Sole, Wingfoot Heel 
Gun Metal Blucher 

Gun Metal Bal - 

Black Vici Bal 

Black Vici Blucher 

Mahogany Vamp Gray Buck Top 

Mahogany Titan Blucher 

Gun Metal Blucher (Wingfoot Rubber Heel) 
Gun Metal Blucher 


se “e “ec 


STYLE TOE 


French plain 
Velvet 
G.A.R. Plain Toe 
Hiker 
Carleton 
Hiker 
Sterling 
Tryon 
Munson 
Velvet 
Meteor 


4-5 


4-5 
Carleton 3-4 
Arlington (StraightLast) 4-5 
Hiker 3-4-5 
Presto 4 

Crown 3-4-5 
Hiker 5 
Ballroom 8 


Panama 


OXFORDS 


Gun Metal Blucher Oxford 
Mahogany Horse English Oxford 
Mahogany Horse Blucher Oxford 
Gun Metal English Oxford 

Black Vici Blucher Oxford 

Medium Brown Vici Blucher Oxford 


Crest 
Presto 
Tryon 
Presto 
Hiker 
Hiker 
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90 


.00 
.35 
.35 
.35 
75 
.35 


VELVET 
A very clean 
“London’”’ toe. 


PANAMA 
A new round 
toe model, 
medium width 
slight swing. 
CROWN 


A round toe. 
Low heel. 





BALLROOM 


The best style extra big 
last ever made. Fits an 8 
or 9 wide foot, and looks 
like an ordinary 5 wide shoe. 


HIKER 


A modified Army last— 
slightly narrower than the 
Munson. 


STERLING 
A new model just he- 
tween the English ana ._- 
London. 
Stylish, comfortable and 
conservative. 


G-A-R 
The G-A-R has an en- 
arged big toe joint, to fit a 
foot with bunions. 
FRENCH 
Both good fitting plain 
toe lasts. 


WHITCOMB SHOE COMPANY 


HAVERHILL, MASS. 
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The Shoe that Jack Built 


WESTERN MADE 





In Stock 





Stock No. 1621 X 


Pattern—C. S. Bal Oxford 
Upper—Eureka Calf 
Outsole—Oak, single, channelled 
Insole—Oak, full grain 
Sizes—5}4 to 11 

Widths—C, D, E 


Price $4.50 


Stock No. 1330 


Pattern—Long Vamp Bal 
Upper—Dark Mahogany Calf, full . 


grain 
Outsole—Oak, single, channelled 
Insole—Oak, full grain, Stitched tip, 
lined tongue 
Sizes—5 to 11 
Widths—B, C, D 


Price $6.00 








Men’s Medium Priced 


Dress Shoes 


These are the shoes we specialize 
on. We do not make the highest 
grades, neither do we make the 
lowest. 


All our capital--all our energies-- 
all our shoe experience is devoted 
to making men’s shoes at popular 
prices. ‘That means shoes to re- 
tail from 7 to 10 dollars. 


We have a splendid assortment of lasts 
and patterns—and the fitting qualities of 
every last are thoroughly tested before it 
goes in the line. 


We carry Fourteen of our best sellers In 
Stock and have a catalog showing them— 
which we should like to send you. 








Marion Shoe Co., Marion, Ind. 
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Dark Mahogany] CORDOVAN 
and Russia Calf Lace Oxfords 


IN STOCK 


UNBRANDED 


Mahogany Tan Cordovan Lace Oxford, Full 
Quarter Lined. CARLTON Last. A, B, od 


and D. 
$7.00 


Mahogany Tan Cordovan Lace 
Oxford, Skeleton Leather Lined. 
ARDMORE Last. A, B,C, and D. 


$6.50 


Mahogany Russia 
Calf *Lace Oxford, 
Full Quarter Lined. 
ARDMORE Last. 
A, B, C, and D. 


$6.50 





M. A. PACKARD COMPANY 


Brockton, Mass. 


NEW YORK CITY 


BOSTON, MASS. - 
127 Duane St. 


60 South St. 


ES ry Cae_Made fe. Wear = 
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HOW TO READ A BANK REPORT 





Keport of American Trust Co. to the Bank 
Commissioner, Nov. 1, 1918: 


(1) That intangible asset “SERVICE” 


An asset of great value is the bank’s reputation 
for courtesy and satisfactory service furnished by 


ASSETS 


the officers and employees and the resulting 
loyalty among its customers known as Good Will. 


As the foundation stone of the bank’s strength is 
ability and integrity of the Directors, you should 
examine carefully, therefore, the list of Directors 
of your bank and see if they are men having the 
reputation for integrity and success in the conduct 
of their own business. 


1 '597,811. 12 
Customers’ Liability on 
Acceptances 
Investments 


408,000.00 
2,540,169.28 
$31,447,386.29 
LIABILITIES 
$25,786,343. S 
26s8,281.52 
408,000.00 
1,597,811. 12 


$31,447,386.29 


P 
Surplus Earnings........ P 
Acceptances 
Rediscounts 


AMERICAN TRUST COMPANY 


Member 
Federal Reserve System 


50 State St., Boston 


Bunker Hill Braneh 
City Square, Charlestown 


The tenth of a series of advertisements 

















-the kind of custome 
you want in your 
store —. nD 


are reading the message in our national adver- 
tising, are wanting ARCH PRESERVER SHOES! 
There is a distinctive appeal—creating a demand 

that cannot be filled by substitutes. 


The wide awake shoe dealer will recognize in 
ARCH PRESERVER SHOES an_oppor- 
tunity to increase his business. Here is a 
shoe that really does hold up the arch, cor- 
recting foot troubles, and restoring foot 
health to troubled feet. 


Yet ARCH PRESERVER SHOES re 
graceful and stylish—affording the ad- 
vantages of healthy feet without com- 
promising personal appearance. That is 
the big point in our message to the 
women of your community—and that 

is why they will accept no substitutes 

for Arch Preserver Shoes where they 

can possibly find the Arch Preserver 
Dealer. 


The advertisement shown in part 
here is one of a series appearing 
in the leading national maga- 
zines published for women. 


Let us send you details regarding 
_ our dealer contract. It is espe- 
cially attractive. 


The Selby Shoe Company 
Portsmouth, Ohio. 
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my YOU CANNOT DO BETTER 
piitentores THAN TO SELL THE BEST 


Shoe Polishes 


QUALITY VARIETY Any comparative tests you wish 


Sold in the Market Places of the World - make wilt but ~ rengthen 
the position of Whittemore’s 


BOSTONIAN CREAM — The polishes in your estimation. 
ideal cleaner for kid and calf. You'll) 
need a good stock of the brown 
for brown glazed kid and mahog- 
any calf—also the cordo-tan for 
cordovan leather. Then there’s the 
white Bostonian for all colors of 
pw Russia calf, vici or dongola 

id or patent leather—also light 
and dark gray and any other color 
or shade. 

















NOBBY BROWN 
PASTE—for all shades 
of brown shoes. Once 
you put this paste in 
stock you'll be like 
everybody else who has 
ordered it— you'll re- 
peat on it. For it’s one 
of the best sellers in 
our whole line. 

For Red or Oxblood 
there’s the same _ size 
packsee of PEER- 

ESS OX-BLOOD 


ee Whittemore Bros. Corp., Boston, Mass. 


Also Nobby Brown Combination (large) Ask your jobber salesman or write 


Jewel Brown Combination (small) 
Brown Bostonian Cream and all other colors for complete catalogue 




















| 


° ae ii 
ever-Liea 


ty 
The Boot That Z 
Sportsmen Swear By 


“Finest thing ever for rough, outdoor wear,” saysyan 
Oregon sportsman. Nothing like them for wet ground or 
dry—hunting, fishing, trapping or hiking. Easy on the feet, 
but outwear harder, stiffer boots. AS NEAR WATERPROOF 
AS LEATHER BOOTS CAN BE MADE. Well advertised. 
You can bank on them to make friends for you. 


Built the Russell Way 
Quality Always ; 
Expert bootmakers make “Never Leak” boots by hand from black 
chrome cowhide, a wonderfully flexible leather, 
waterproofed in the tanning. Patented Never 
Rip Seams shed the water—there are no “open” 
stitches. Made to measure in any height. Soles 
hah a | or +h 
Write for Dealers’ Prices 
and Catalog S. 


W. C. Russell Moccasin Co. 


Berlin, Wisconsin 














SURE FIT 
SPATS 


have become the. most 
popular of all Overgaiters 
since their introduction. 
They are pleasing to the 
eye and sell readily because 
of their neat, trim appear- 
ance. 
This style embodies ten 
years of effort in designing and manufacturing 
Overgaiters and is the finest Gaiter we have 
roduced. It has an invisible buckle, and is 
ure to Fit. 


GOODWEAR OVERGAITERS 


For Men and Women 


yf 
My, 


\Y 


ANNI 


May 
ww 


It 


WMH 
TOT 





Made of Felt and Broadcloth in all popular 
colors—10 and 12 buttons. 
IMMEDIATE DELIVERIES 


Established 1908—Manufacturers of Over- 
gaiters—Leggings—Children’s Shoes and Bath- 
ing Shoes. 


GOODWEAR LEATHER MFG. CO., Inc. 


65 West Houston St. New York City 


My 
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Wonseam 


PATENTED AND REGISTERED 


SHOES 


Wort Rip 


The Wonseam Shoe 
should be your 


“Boy’s Leader” because { 


no shoe can possibly excel it for wear, 
comfort and appearance. 

Its patented one-piece upper and tongue 
represents the best but not the cheapest 
method of shoe building. 

It has no seams to rip. The only seam in 
its construction is up the back where it is 
seldom seen and never felt. 

That seam is subject only to the insignifi- 
cant vertical strain, and is reinforced with 
a full length leather back-stay. 


The toe is protected by an extra covering 
of sturdy leather. 

The Goodyear welted sole and heel are of 
stock selected with a knowledge of what 
boys do to shoes. 

The last is stylish and mannish and in 
full keeping with Government experts’ 
findings. 

The one-piece upper makes fitting un- 
usually easy, and saves the boy from the 
usual torture of “breaking in.” 


You will make a friend and customer of 
every father and mother of the boys 
whose feet you get into Wonseam Shoes. 
And when those boys get to buying their 
own shoes in a few years, you will find a 
value in the goodwill you establish with 
them now. 

Your greatest asset in your community 
is the goodwill you build up; and the 
goodwill of a shoe department is built 
not alone upon the style of its women’s 
footwear, or on the comforts of father’s 
shoes, but on the appearance, the com- 
fort and the wear of the children’s shoes 
as well. 

Because the boy is the “hardest crea- 
ture in the world on shoes” he really 
becomes your test case. If you can shoe 
him right, you will win the family and 
the town. Z 
With Wonseam Shoe you can win your 
town. 

Ask your jobber. 
them, let us know. 


If he should not have 


W. H. GRIFFIN COMPANY 


‘ana Tongue 


PATENTED 
JAN21, 1918 


Manchester, 


New Hampshire 
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QUALITY FIRST! 


In all “De Luxe” Spats—quality—and this means fit, 
_ style, material and mechanical skill combined—is_ the 
DE LUXE Geek eeu t i aaa 

(Invisible Buckle) st and uppermost consideration. 

Bate “De Luxe’ Spats are and must be highest grade. 
However particular the customer—however exacting 
the demand—‘“De Luxe” Spats will be found 

thoroughly satisfactory. 

“DE LUXE” SPATS FOR QUALITY ! DE LUXE 


. ‘ ; Invisible Buckl 
Place your Fall orders now. Samples if desired. “aor weer 














Patent Pending 


American Gaiter Company, Inc. 
THE PREMIER MANUFACTURERS OF HIGH GRADE SPATS 
Acknowledged the best fitting and finest made spats in the world 

FACTORY 


129-133 Grand Avenue 
BROOKLYN, N. Y. 


NEW YORK OFFICE 
MARBRIDGE BLDG. 




















Can be used ‘on 
any type of 
buckle, eaded 
as well as metal. ff 
Absolute rigidity 
is obtained. 
Many a dealer is 
cashing up on his 
plain pumps by 
use of the 
“Dalco” device. 
‘Are you? 


A Pleasing 
POPLIN NOVELTY 


The extreme of stylish comfort. 


A most desirable slipper.:made of 
fine poplin in plain solid colors of 
Reorders prove conclusively the success of the “‘Dalco” Pink, Blue, Copen, Rose and 


device. 
The ‘Dalco” supplied in finishes suitable for either Lavender. 


white or black shoes. 


Buckles can be attached or detached instantly. 
Write today for samples and complete information. 
An assortment of buckles with “‘Dalco’”’ attachment is 
an ideal sales combination. We supply both. 


DALRYMPLE-PULSIFER CO. 
88 Washington St., Haverhill, Mass. 


Ladies’ sizes 3 to 8 
Price $9.00 dozen 


K. M. STONE IMPORTING COMPANY 


12 East 22nd Street - - New York 
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No. 2504 
No. 2504—W. ’s White Duck, 8” come 
Polish, Green’ Imitation Leather Trimmed 
Half --Double Sole, Rubber Sole and Heel, 
McKay, 24-8. 

Price $1.15 
No. 2505—Misses’, same as No. 2504, 12-2. 


Price $1.00 
No. 2506—Child’s. aoauean ties 2504, 844-11. 
Price 30.90 


| 








Ww 3 a 
Turn, Cu shion, Sole, Pla ain Toe, Louis 
Heel, B, Ca nd D, 3-8. 


OP rarer kee 


hite Canvas, 9’ Lace, 
‘ai andl Mie, White Covered 
Cake, Hoek McKay, E, 244-8. 
Price $1.60 


Exceptional d S _ ‘| Send for 
Values r-— 2% Retailer’s 
: Quick Service 


Order —— Bulletin 


No. 
No. 3017—Women o whi > & ve Cloth Com- ° 
T Oo d a 7 fort. Polish, Cushion Sole, Turn, Plain Toe, —showing all styles 
Rees te Rubber a, Cc, - By E, 3-8. 
rice | 


R-D-SMITH & SONS CO- 


CHICAGO 
WMade Good InIO5Q <= ATITEVER SINCE | 
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REG. U.S. PAT. OFF 


Mohawk Sides 


The logical leather to use as a 
substitute for Smooth Black Calf 
in men’s and women’s fine shoes. 
Unexcelled cutting qualities, good 
flanks. A fine break, good finish 
and mellow feel assure you of a 
shoe with a Calf appearance. 


Fred Rueping Leather Company 
Fond du Lac, Wisconsin 


— BRANCHES— 
Cincinnati Milwaukee 
Chicago San Francisco 


Northampton, Eng. 








May 24, 1919 . BOOT AND SHOE RECORDER 











Buster Brown SHOES 


will materially assist you to build up and maintain a successful retail business. 





Modern shoe men want shoes that are not merely good-looking—they 
need shoes of honest value, true workmanship, proper fit and neat styles. 





In children’s shoes there is one shining light, ““Buster Brown Shoes.”’ Let 
us give you the names of the latest additions of big department stores, that 
you know well, who have placed the “Buster Brown Shoes” in their store 
within the past season. 


We will gladly send a catalog illustrating the complete line and will also 
explain our Buster Brown proposition to every good merchant who is 


interested. 





WwW Vue Gowngany, 


@x5x9 St. Louis, U. S. A. (5x9 
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Buyers Easy po on 
see 


Its superiority is so 

generally recognized 

that our market is be- 
ing constantly widened. 
Customers are amon the 
most discriminating ju ees of 
leather values. Useful wher- 
ever kid can be used. 

Expert attention to 


Sa =A \ OAK INBg 
iii Si 


Dd 





= Our Brooklyn factory is now in opera- 
tion again producing Pumps and 
Oxfords for immediate delivery. 


Some’very exclusive styles 
NOW IN STOCK 


Duane Buoe G. 


143 Duane St., NEW YORK 


Sevuuvnuuuuususuususuaceeseeneeeeeeensneususuococooceceeeeeegnennsnnnnnnne i 


























Welt (A J 
for Women  }s 


WELCH, MOSS & FEEHAN CO. [AS _Bancro fi Walker C pany 
is) 


HAVERHILL, MASS. 
Famous for CLEAN shoes 
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White Polishes 


Nu-White Pee Chee 
Radium White Blanco 
Shu-White Shinola 
Shu-Clean Polar White 
Quick White Nuway 
White Edge White Bag 


2in 1 





DA SHOE YOU NEED men 


We Have It In Stock 
For At Once Delivery 


Women’s Dark Brown ‘Calf 
Welt Oxford, Leather Louis 
Heel. C-D. 3 to 7. 


$4.00 


The L. B. Schindler SO "4706 
Shoe Co., Inc. “A Send for Our 
99 Duane Street Catalogue 
New York, N. Y. Watch this space EVERY week. 


meat rd 


Immediate Shipments Pippin 


LINCOLN STORE SUPPLIES CO. 
1508 Washington Ave., St. Louis, Mo. 


SILK LACES-BLACK-BROWN-GRAY-WHITE. 
DUDDDOQOOOUGOSOQOOOOROOOQHRORZOGCCROGOAOORGGHQGHOQERCCRORUCONCCHOCHOORDEEO= 
UODUUQUGOUORDURGQEROQGGEOQUGCCOQOOCEOOODOONOUOUGONGRUOORRORRORCOOUOERO?- 
N.S. R. A. CONVENTION, BOSTON, 1920 


YOUR BUSINESS 
RISKS INCREASE: 


as the price of footwear advances. The money you 
could use once would not go far today, in paying 
for your stock. Protect your investment by cover- 
ing yourself against possible losses by fire. A policy 
in our company can be had ‘at a saving of at least 
25 per cent. Investigate! 


Fitchburg Mutual Fire Insurance Co. 
Fitchburg, Mass. 


The city of 141 diversified industries 
99% of which are locally owned. 








Trolley Ladders 


= are simple, efficient, inexpen- 
= sive, saving time in sales effort. 
= Get estimates—send us a rough 
sketch of your store interior, 
showing shelves to be reached 
and let us tell you the cost. 


Catalogue on request. 


Ceburn Trolley Track Mfg. Co. 
HOLYOKE, MASS. 
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THE E-Z WALK MFG. CO., INC. 
62-70 West 14th St., New, York City 








“HUBTIP’ 3, ee SHOE LACES 


APPEAL TO THE CUSTOMER WHO NEEDS SHOE LACES 
THAT NEVER LOSE THEIR TIPS 
THAT NEVER FRAY OUT 


HUBTIPS BEING MADE OF BEST BRAID WILL 
OUTWEAR SEVERAL. PAIRS OF THE ORDINARY 


Women’s or Men’s Men’s — Women’s or Men’s 
72 in. per gro. Strings .. oo in. per gro. Strings... . ne —— = in. per gro. Strings — ‘eS 


Men’s =! in. per gro. Strings. . 2 ee , 2 ASSORTMENT CABINET D aa pgs nos | 
36 36 i a: sh as 
F pn CABINET] 36 Pat 30 in s. & 
* pair ie m.. 3s * 18 “ 54 “* a 
A ASSORTMENT CABINET 
E Teh Seen CABINET 36 pair 36 in ORDER A TRIAL CABINET 
“ ‘eé t 


36 ir 36 i 18 45 S 
36° 45" 18 “ 54 “ COUNTER DISPLAY EASEL 


FRANK W. WHITCHER C0.--Mfrs.--Boston and Chicago, U.S. A. 
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a Get Ready For the Dress- 
ing Demands to Come 


The two Griffin dressings described here will meet the needs 
of the majority of your customers during the Spring and Sum- 
mer months. They are designéd particularly for the shoe 
materials that will be most generally worn. 


Of course they are representative of the Griffin quality, and 
that means that they will do the maximum of work and give 
absolute satisfaction. 


If these should not meet with the requirements of YOUR own 
trade, write us, for we have “A Dressing for Every Shoe” and we 
can supply YOUR need no matter what it may be. 


All goods shipped F.O.B. 
New York. On orders of 100 
Ibs. or over (which would take 
in one gross of the small or 
large buck and canvas cleaner, Seg’ 
or one gross of the Lotion lOtioncAeAM 
Cream 3 oz. size) we make 
an allowance of 75c per 100 
Ibs. If the rate to your 
city is less than this, we 
would pay the entire 

charges. If more, this al- 
pee eis ee CLEANER Jowance would be deducted 
igre, 3-s0 rom 1Seerdot. from the actual rate. 


Small size, $13.50 per gross, $1.15 per doz. 
Large size, $21.60 per gross, $1.85 per doz. 


GRIFFIN MFG. CO. 


69 MURRAY ST. 
NEW YORK, U.S.A. 




















$1.75 per doz. 




















N all four of his New York stores, 
Kinzelberg has found that the Nedlin 
Sole and the superior wear that this durable 
sole gives are responsible for many profit- 


able repeat sales. 


There is an ever-growing 
demand from customers 
for service shoes bottomed 
with Nedlin Soles—men’s 
business shoes, women’s 
walking shoes, boys’ shoes, 
and shoes for growing girls 
and the smaller children. 








And customers are quick 
to buy Nedlin-soled shoes, 
especially when they are 
told of the extra wear and 
added comfort that such a 
purchase gives. They 
appreciate, too, the water- 
proofness of Nedlin Soles. 


Trade Mark Reg. U. 8S. Pat. Off. 


Neolin Soles 


Nedlin Soles are made by The Goodyear Tire & Rubber Co. 
Akron, Ohio, makers of Wingfoot Heels—heels so good 
that only 1 pair in 352,000 is returned for adjustment, though 
they are guaranteed to outlast all other heels, rubber or leather. 
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Stock Keds 
FULLY 


Be sure you 


have ENOUGH 





We Have Made These 
Better Outing Shoes 
Better and Still Better 


E planned in the beginning to make 
W Keds which would be really stylish; 

with character, “lines” and dis- 
tinctiveness. 
Keds have made shoe history. They have 
changed public opinion. People were glad 
to get into these shoes—their trim good 
looks were matched by their comfort, wear 
and sound shoe value. Now Keds are better 
and still better—style features, smartness, 
range of sizes are far ahead this year of 
anything before. We are only telling you 
what dealers tell us. 
Proportionately, sales are bigger and bigger; 
for this year, every dealer should make sure 
beyond any question that he has stocked 
Keds enough. 
Large and Well Assorted Stocks 
Carried by the Principal Wholesalers 
and Rubber Stores Everywhere. 


United States Rubber Company 


New York 
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BOOTS AND SHOES 


Factories Busy and Jobbers 
Supplementing 


While the retail trade in rubber foot- 
wear is, at this season of the year, 
mainly confined to footholds and other 
light-weight rubbers for women and 
children, this trade must be quite 
active, judging from the insistence of 
jobbers for immediate delivery of at 
least a part of their orders already given, 
and by the fact that they are increasing 
their orders in these lines for late Sum- 
mer or early Fall delivery. 

With men’s lines, and the heavier 
styles for women, the orders already 
given are nearly if not quite up to 
average, a rather surprising statement 
considering the last Winter. However, 
some companies make such a report. 
In beots and arctics the demand is 
sufficient to keep the regular teams 
working on these lines until snow flies, 
providing, of course, that next Winter 
will be nearer normal than last. 


TENNIS LINES 


Manufacturers 
Heavy Trade 


Rubber Securing 


The season is on, and so is the trade 
in tennis lines. The warm days give 
evidence of Summer’s approach, and 
straw hats and tennis shoes are seen in 
city streets. Today it is somewhat 
difficult to distinguish whether the 
white footwear being worn is the 
product of a shoe factory or a rubber 
footwear factory. In fact, the rubber 
factories are now employing Goodyear 
welt machinery in making some of their 
lines, while others are making such close 
resemblance to these welts, with ce- 


mented soles, as to be mistaken for. 


them. 

Every factory seems to be striving to 
lift the rubber soled canvas upper out of 
the realm of cheap footwear. Lasts 
have been fined down, toes and tips 
brought up to vogue, and workmanship 
and material wonderfully improved. 
Meanwhile the old-fashioned “‘sneaker”’ 
with the wide foxing has been improved, 
and continues popular, with a predom- 


AG. Ae. 
The Rubber Realm 
Market Review of Rubber 
Footwear, Supplies and Prices 
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inance in demand for shoes for boys, 
girls and little people. 


CRUDE RUBBER 


Market Here Below Singapore 
Quotations 


The crude rubber market has been 
livelier this week. Buyers who had 
waited while prices declined, finding 
holders would not abate any farther, 
have been purchasing to sufficient 
amounts to stiffen the market some- 
what. Therefore the prices quoted 
today represent a decline followed by a 
rise, and in some varieties a subsequent 
recovery to previous prices. This is 
more noticeable in forward deliveries 
than in spot sales. First latex pale 
crepe, spot, is quoted 46c, while June- 
July is held at 4614c; July-August is 
47c, and September-December, 4734. 


‘Yet these quotations are below the 


Singapore market, where last Saturday 
they were 49c for first latex pale crepe 
and 48c for smoked sheets. Para grades 
have been accorded but moderate 
attention during the week, with prices 
nominally the same as per last report. 
We quote spot prices. 
Upriver fine para 

Islands fine 

Upriver coarse 

Islands coarse............ 
Caucho ball upper 
Caucho ball lower 


$0.56% 

47 to .47% 
.34% 

.21\% to .22 


First latex pale crepe 

Smoked sheets 

Brown crepe 

Centrals and Mexicans 
Guayule (20 per cent moisture) 
Guayule washed and dried 
African Massai 


SCRAP RUBBER 


Market Continues Dull and Prices 
Nominal 


What has been said the last six or 
eight weeks might well be repeated 
verbatim in reporting the scrap rubber 
market. There seems to be a very 
general opinion that crude rubber has 
now reached so.low a point in price that 
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manufacturers prefer to use such rubber 
rather than reclaimed, and this places 
the reclaimers in so disadvantageous 
a position that they are far from anxious 
to run their plants to large output. 
This means'a continuance of lack of 
demand for scrap boots and _ shoes. 
Dealers who make a specialty of scrap 
rubber have large stocks on hand, and 
are very indifferent buyers. Collectors 
are suspected to have heavy amounts 
which they have been holding for a 
longer or shorter time, hoping for a turn 
in the market. In the absence of such 
turn, some of these have been forced to 
unload at any prices they could get, 
and therefore quotations are, to a cer- 
tain extent, nominal, and we make no 
change in the figures given last week, 
though, if collectors will buy shoe 
retailers’ collections, they are likely to 
discount these figures very substan- 
tially. Nominal prices are as follows: 

Scrap boots and shoes: $6.70 to 
$6.95 in Boston; $6.60 to $6.90 in 
New York; $6.50 to $6.80 in Phila- 
delphia, and $6.25 to $6.75 in Chicago. 

Trimmed Arctics: $5.00 to $5.25 in 
Boston, $4.75 to $5.25 in other markets. 

Untrimmed Arctics: $4.00 to $4.25 
in Boston; $3.75 to $4.25 in other 
markets. 


New Shoe Stores 


A. Freinberg, Waterbury, Conn. 

Dickman Shoe Store, St. Clair, Michi- 
gan. 

Spiess & Agee, shoe department, Red- 
lands, Texas. 

Ghareeb_ Bros., 
Ludlow, Mass. 

Eli Scott, Bank 
Conn., shoes, etc. 

~ Naper & Burkholder, shoe depart- 
ment, Gregory, S. Dak. 

F. G. Collins Shoe Co., 796 Chapel 
Street, New Haven, Conn. 

Block & Levy, reported will open 
branch store in Stockton, Calif. 

Liberty Shoe Store (Weinberg & Gob- 
stoob, proprietors), 441 Main Street, 
Woburn, Mass. 


shoe department, 


Street, seen 
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$2.65 


sole, low heel, 12% to 2. 
B-3354—Same as above, in gun metal. 


$2.30 


B-3355—Same as above, gun metal, 81% to 12. 


$1.90 


B-3356—Same as above, gun metal, 5 to 8. 


SURE! IN STOCK 
We’ve finished the job! 


Our “KINDER-GARTEN” shoes have WON 
the VICTORY of competition. 

They’ve gone OVER THE TOP to outwear the 
enemy—And they will! The ILLUSTRATION 
SHOWS WHY! 

Now, YOU FINISH THE JOB! Dig out that 
pencil and little red order book and jot down a 
few shoes you need. Then write for our “KIN- 





One of the ‘“‘Kinder-Garten’’ Winners 


B-3261—Kinder-Garten Welt, over-weight kid, solid leather 
box toes and counters, button, imitation tip, chrome elk 


B-3255—Same as above, overweight kid, 81% to 12. 


B-3256—Same as above, overweight kid, 5 to 8. 


“K INDER-GARTEN” 


SMITH-WALLACE SHOE CO., Adams and Market Sts., Chicago 


ESTABLISHED 1846 


KINDER-GARTEN 


WELTS 


DER-GARTEN” booklet of fifty numbers and 
when it comes just add a few more. 


The SMOOTH INSIDE—STRONG OUTSIDE 
makes these “KINDER-GARTEN” shoes an 
engine of STYLE and DURABILITY carrying 
customers to YOUR station of disposal on the 
tracks of ECONOMY and the road of time! 


Get started with ** KI NDER-GARTE NS” 














Neat, Trim Shoes--without 
wrinkles--with these Top-Trees 


The merchant who once uses 
these Top Trees and sees their 
splendid effects on shoes will 
never be without them. They 
smoothen out rough lines and 
keep the shoes erect. — 


MAYHEW’S 


IN VISIBLE 
TOP TREES 


‘{ No. 6 Used on Closed Form. No. 8 Usedjon 














Open Form * 
no Form. No. 
Men’s Shoes Gale 


Dress up your shoes and 
dress up your windows. No 
display complete without 
Mayhew’s Invisible Top 
Trees in the shoes. Order 
from your jobber or direct. 
$6.00 per doz. pr. (24 trees) 


James N. Mayhew Co. 
915 Washington Avenue So. 


MINNEAPOLIS, MINN. 














“‘The House of Taylor’’ 


HOTEL MARTINIQUE 


Broadway, 32d and 33d Streets 
NEW YORK 





One Block From Penna. Station 
Baggage Transferred Free 


Equally Convenient for Amusements, 
Shopping or Business 


Direct Entrance to B’way Subway 
and Hudson Tubes 


600 ROOMS 400 BATHS 





Rates: From $2 Per Day 





A SPECIALTY 


155 PLEASANT ROOMS 
With Private Bath 


$3 Per Day 


The Martinique Restaurants 
Are Well Known for Good 
Food and Reasonable Prices 


Encanceneunesiamsioenomeoaseqsomeass 
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Stv_e 415—Silk cord embroidery on cuff. 
Silk ribbon hand-embroidered ornament. 
Soft patented sole and spring heel. All 


shades. 








+S 






Universal 
Demand for Quality Feltwear 


The demand for CosyToes Feltwear is world-wide. The high- 
- class trade in all parts of the world handle this quality line, appre- 
ciative of the accruing prestige of CosyToes Feltwear. 


= It is to your advantage to carry the CosyToes line, regardless of 


where you are located. 


F- Our policy of selling direét to the consumer through the medium of the retailer exclusively enables 
= us to meet your needs better, to allow you a more legitimate profit, and to guarantee our product 


through and through. 
A Our traveling representative in your locality has some good news for you. If you have not 
seen him, wire, and we will have him call at earliest possible date. 


Ask for Ready-to-Ship Catalog 


Standard Felt Company L 


FaGory and General Offices West ALHAMBRA, CALIFORNIA 
New York, 117 East Twenty-third St. . Chicago, 404 South Fifth Ave. San Francisco, 417 Market St. 
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ALCO-GRAVURE, INC,, N.Y. 
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SHOE POWDER 




















DIRECTORY 


OF 


Wholesale Shoe Dealers, 
Wholesale Findings, 
Department 
Stores 


Part I—Shoe Wholesalers 
A list of shoe Jobbers with names and addresses of 
firms handling general lines, specialty lines, job lots, 
commission manufacturing agents, etc. 


Part II— Wholesale Findings 
A list of wholesale dealers in Shoe Findings, Shoe Store 
Supplies and Leather. 


Part III — Department. Stores 
A list of Department Stores selling shoes, including 


the Large General Stores. 
Gives names and pong of firms and names of Shoe 


Buyers in nearly 
Three parts bound in in flexible red leather to fit vest 


pocket. About 200 pages. Price $2.00 postpaid. 


American Shoemaking Publishing Co. 
683 Atlantic Avenue, Boston, Mass. 
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SAY YOU! 


Insure Your Shoes 
Against Perspiration Cracks 


By Recommending 


PEV ShoePowder 


For Tired and Aching Feet 


RETAILS FOR 25c 


2 Dozen in Handsome Colored Display Stand $3.50 
ORDER IT FROM YOUR FINDINGS JOBBER 


PFISTER & VOGEL LEATHER CO. 


MILWAUKEE, WIS. 























= 





Low Cut Footwear 






For 
At-Once 
Shipment 
588—Patent Leather Ankle Strap Cc to E 24-7......200. $2.50 
588— 11% to2....... 2.15 
s3— “ “" “ DtwE8%toll....... 2.00 
388—Gun Metal ‘Ankle Strap CpE2 7. Se 
ane 6p ele <i0:e-6 2.15 
—“ <« - « DE seit Soe aOR 2:00 
589— “ a - bs eR seedscccced [1.75 


BACON -ROLLIN S COMPANY 


arts TO GEO. F. DANIELS Corp. 


NN, MASS. 
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Announcement 


Samuel W. Feldstein 
and 


Oscar Levy 


Mr, Feldstein Mr. Levy 


Announce the formation of a new co-partnership under the trade name 


Mi Lady Shoe Company 


WOMEN'S NOVELTY SHOES 
Factory: BROOKLYN, N. Y. 64 READE STREET, NEW YORK 
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Imitation Beaded Buckle 
With the Angle Attachment 


One of the many original and exclusive 
designs in our line—an exact and artistic 
imitation at a moderate cost— 


WRITE FOR SAMPLES : 
OUR ANGLE ATTACHMENT WILL TURN YOUR OPERA PUMPS INTO SMART 
COLONIALS WITHOUT OTHER ALTERATION 


SCHIFF JEWELRY MFG. CO., 403 Broome Street, New York, N. Y. 
MAKERS OF SHOE ORNAMENTS OF ALL3KINDS 








IN STOCK 


Sturdy enough for Play, yet Dressy enough for Best. 
Your customers will repeat. That’s what you want. 


“D” Width 


1461 
Write \< S Ts ord 
ial Dull 80 ’ F 


for pec 
‘ F Special Tan 3.20 3.65 pec 
Stock = Button “‘Pla-Mates”’ Stocked for Misses Also Fo 


Catalog 
Sample Order 


WILLIAMS, HOYT & CO., Rochester, N. Y. 
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GALLUN’S 








THE LEADERS FOR FALL AND 
WINTER, 1919--1920 


MANDARIN SIDES 


A chrome tanned side leather made in a glazed and boarded finish and 
offered in two colors. Mandarin Sides are strikingly attractive and of 
the highest integrity. They are designed to meet the call for fine shoes 
that can be sold at prices demanded by the great majority. 


NORWEGIAN VEALS 


One of Gallun’s specialty leathers—a heavy, rugged, high grade leather 


for storm and street wear. 
The texture of this leather is unusually fine and it is suitable for both 


men’s and women’s shoes. 
Norwegian Veals will be found in the lines of discriminating shoe manu- 


facturers making a quality shoe. 
This leather is produced in two colors and black. 


VIKING CALF 


A strong grained mellow calf skin that is moisture-repellent. This leather 
does not peal or chip and is especially adapted for a high grade shoe for 
Fall and Winter wear. Viking Calf is favorably known and universally 
used. It takes a brilliant polish and is offered for the coming season in five 
colors and black. 


A. F. GALLUN & SONS CO. 


MILWAUKEE, WISCONSIN 


A. F. GALLUN & SONS, Inc. 
H. A. ELY, Manager, 11 EAST STREET, BOSTON 
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OUTING SHOE 


OUR CLUB LINE — 
surpassin 
achievemen 
in shoemaking 


ads 
ithe 


“CLUB. New England Skill and Craftmanship YESPE" 


OE. 2100 Our Own“Tredflex” Fibre Soles and Heels "002500 


Selected Sea Island Duck Uppers 
An Unbeatable Combination For Style and Quality 


ORE desirable outing shoes are be- 
yond the imagination. There's no 

alternative for man or woman but to buy, 
if good taste, personal comfort and the 
saving instinct is gratified. 
In the ““Cambndge’’ Outing Shoe, New 
England skill and craftmanship has gone 
over the ie} e) and delivered results of great- 
est benefit to the trade and public. LONGWQ@)D 
The “Cambridge Process” is entire/) tr 
nece in the line of low price footwear. 
It is shoe making, not shoe baking. 
Ready as we are to make deliveries, we 
solicit sample orders from every progressive 
shoe merchant. 


“We'll Back Your Buy’’ 


CAMBRIDGE RUBBER CO. 


Exclusive Manufacturers of ‘‘Cambridge’’ Outing Shoes 


O74. 153.41 DC) Se MASS. 
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Manufac 


PL ce CCE 


Lynn manufacturers are turning from 
Spring and Summer business to Fall 
orders and are changing their styles 
accordingly. 

Lasts continue to show long toes. 
But there are new variations on heights 
of heels, the baby Louis and the low 
military, or walking, heel appearing in 
some lines. 

In patterns, the development of 
button boots for the New York trade 
is the feature of the moment. One 
manufacturer, selling to the New York 
trade, says that 33 per cent of his 
orders for Fall call for button boots, 
and another manufacturer, also making 
shoes for the New York trade, says that 
50 per cent of his orders call for button 
boots. It does not yet appear, however, 
that the rest of the country is following 
the New York lead on button boots. 

Lace boots continue strong in nine- 
inch patterns. Button boots are 84% 
inches high. Another feature of the 
New York trade is the sample of low 
cuts for Fall, pumps to be worn with 
spats, and heavy oxfords to be worn 
with woolen stockings. 

As for leathers, the combinations are 
looming up again, such as combinations 
of patent and gray, brown and gray, 
and dark brown and light brown. Not 
many cloth top boots are in the sample 
lines. 

Perhaps the most striking feature of 
the present situation is the desire of 
buyers to keep in close touch with the 
manufacturers and to take quick 
advantage of the changes in styles. 


Shoes That Fit Save Time in Selling 


From the Lynn point of view, fit and 
style are linked up more closely than 
ever. Merchants seek speed in sales. 
They do not fritter around with faulty 
fitters. They want shoes that slip on 
in a jiffy, not shoes that have to be 
pried on with a shoe slide. 

Realizing these points, Lynn de- 
signers are paying more attention to the 
fit of shoes than ever. They believe 


News in Shoe Markets 


and Merchandising, 
ments in America’s Shoe Cénters 
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that merchants are justified in demand- 
ing shoes that fit better. Store ex- 
penses are higher. Clerks’ salaries are 
higher. Sales hours are fewer. Busi- 
ness is concentrated. A clerk cannot 
afford to fool around with a faulty 
fitter. He must have a shoe that fits 
swiftly, so that he can conclude the 
sale with speed, and pay attention to 
the coming customer. 

Now it would take a book to tell 
about the Lynn technique of shoes that 
fit. Lynn designers have spent their 
lives in making shoes that fit. So 
sufficient be it to accept their statement 
that they make shoes that fit. Such 
shoes are the shoes that are sold right. 

There is, however, one technical point 
about fitting shoes that should have 
some attention. It is that of flexibility. 
Lynn is now a centre for the manufac- 
ture of flexible shoes, welts, McKays 
and turns. The day of the stiff sole 
shoe has departed. The welts, made in 
Lynn are more flexible. All the Mc- 
Kays are flexible now. Turns are 
always flexible. 


Shoe Firm Is Growing 


Trio Shoe Manufacturing Company, 
incorporated last week with a capital of 
$15,000, takes over and carries on the 
Trio Shoe Company, 36 Suffolk Street, 
makers of high grade turn shoes for 
women. The business will be moved 
to the top floor of the Phelan factory at 
411 Broad Street, and its output will 
be increased. Ezekiel Hamburger, presi- 
dent of the new company, and manager 
of the business, was formerly with 
A. E. Little & Co. 


Starting in New Quarters 
Rialto Shoe Company is starting up 


its new factory at 26 Oxford Street, , 


Lynn, having moved from Salem. It 
has the newest equipment for making 
stylish McKay shoes for women. Henry 
Weiss is manager. Nelson Davis, who 
was until recently superintendent of 
the Lynn factory of Plant Bros. Com- 
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pany, is now superintendent of the 
Rialto factory. 


To Sell"Blackings Abroad 


I. Boynton Armstrong sailed May 19 
for England, as European agent for 
George J. Kelly Company, makers of 
stains and blackings for the shoe trade. 
Mr. Armstrong was leader of the 
Cutters’ Assembly, Knights of Labor, 
was later employment manager for 
A. E. Little & Co., and, in 1917, was 
enlisted in the British royal engineers, 
in which he served during the war. 


Long Run on White Shoes 


T. J. Kiely Company, Lynn, who 
have been making white shoes exclu- 
sively since last Fall, will continue on 
white goods until July 1, and then it 
will change to mahogany boots. Its 
output of white footwear has been the 
largest in its career. It expects another 
big run on white next year. Its mahog- 
any boots will all be welts. McKays 
will be discarded from the factory. The 
mahogany boots will be for growing 
girls, misses and children. Samples of 
them are now being made. 


Boots and Oxfords 


New samples, in process of construc- 
tion in the Rogers & Briggs factory, are 
oxfords of Norwegian and Russia calf 
leathers. They will be made over a 
long-toe, low-heel last and will have a 
stout sole. They are for the New York 
trade. It is expected they will be worn 
with woolen stockings by college girls. 

Boots for the New York trade are 
being made in the Rogers & Briggs 
factory. Their orders show 50 per cent 
button and 50 per cent lace boots. 


To Make Kid Leather for Export 


Benz Kid Factory, No. 2, incor- 
porated last week, has bought the 
factory of the Essex Kid Company, 
Marion Street, Lynn, and will operate 
it for the manufacture of kid leather, in 
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Tober-Saifer Shoe Co. 


NOVELTY BOOTS 
AND OXFORDS 


IN STOCK. Ready to Ship 
Write for Catalog 


1312 Washington Av., St. Louis, Mo. 








The House of Service 
Novelty Footwear 
IN STOCK 
In Narrow Widths 


VINSONHALER SHOE CO.. 
1811 Washington Ave., St. Leuis 











In Stock—Swagger Pump 
In A, B. C and D widths 
White Buck, Dull Kid, Gun 
Metal and Patent Leather 
Guaranteed Fitters 

Light Welt Sole $4.75 


EIGNER SHOE CO. 
173 Summer St. 
ton, Mass. 















1508 WASHINGTON AVE 
St. Louis,Ma 


Novelties in Stock 
Por At Once Shipment 











CONCORD 











The Line of 100 Styles 
of Comfort Shees 


Lined — 
TIMSON BROS,, Inc, 
Besten, Mass. 


Almerica’ foremost 
FELT SLIPPER 
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P. J. Harney Shee Co 

Factory, Lynn, Mass 
EnN’Ss Boston Office 
Ts 188 Hesex Street 
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blacks and colors, for the export trade. 
It will start about June 15. The 
capacity of the factory is 400 dozen 
daily. The new company has a capital 
of $300,000. Max Hoffman, who was 
with A. B. Hoffman & Son, is president. 
E. M. Winslow is treasurer and H. H. 
Winslow is director. They are sons of 
the late Louis M. Winslow, kid leather 
merchant, of Lynn. P. F. Crowley, 
Lynn lawyer, is clerk. 


New Lynn Firm 

Fine, Sulkins Company, 48 Mulberry 
Street, Lynn, is beginning to make welt 
shoes for growing girls, misses, children 
and infants. It is starting on black and 
colored boots. Robert Sulkins of 
Lynn is president of the Company, and 
manager of the factory. Maurice Fine 
of Boston is treasurer. 


New Shoe Firm 


Anderson-Owens Shoe Company, 
Lynn, was incorporated last week with 
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a capital of $20,000, to take over and 
carry on the business of Anderson Shoe 
Company, 201 Essex Street, Lynn, 
makers of custom shoes and repairers of 
shoes. The new company will put in a 
line of new machinery for the manu- 
facture of welt shoes for growing girls, 
misses and children. Ernest E. Owens 
is president. Ole Anderson is treasurer, 
and John S. Weeden is clerk. 


Motor Express to New York. Later 
Air Service 


Lynn manufacturers are sending 
many cases of shoes to New York by 
motor express. The trucks load at the 
factories at night, start for New York, 
run all night and the next day, and 
deliver shoes in New York the next 
morning. This is fast service. Later, 
Lynn manufacturers expect to load an 
aerial truck with shoes in the morning 
and have them delivered in New York 
in the afternoon. 


New York City 


A PROSPERITY BASIS 
Heavy Buying for Fall 


Whether considered from a wholesale 
or a retail standpoint, New York’s shoe 
business is on a prosperity basis. Re- 
tail merchants without exception say 
that they are doing the largest volume 
of business in their history, although 
here and there one finds a retail mer- 
chant who declares that his new margin 
of profit is smaller now than it was a 
few years ago and that possibly his net 
profits will run below former years. 

Shoe manufacturers and selling agents 
in the New York show rooms of out-of- 
town manufacturers report a phenom- 
enal Fall buying season. Representa- 
tives of firms maintaining offices in the 
Bush Terminal Sales Building assert 
that they will have no difficulty in 
disposing of twice their Fall season’s 
allotment and some of them report 
that they are “Sold up” until October. 
The strike in the Brooklyn shoe factories 
continues and this has created a short- 
age of women’s shoes in many of the 
retail stores in greater New York. 


S. A. McOMBER SAYS 
Output Sold up Until October 


S. A. McOmber, New York repre- 
sentative for the Utz & Dunn Co., 
Rochester, New York, says that the 
buyers who have visited his office in 
the Bush Terminal Sales Building have 
placed orders for the more conservative 
styles. ‘‘The bulk of our business has 


been done on black calf, black glazed 
kid, mat kid, dark brown kid and the 
medium and dark shades of Russia 
calf,” he said. ‘Orders for combina- 
tions have been fewer and our ‘best 
sellers in combinations have been gray 
buck tops with patent leather vamps. 
I doubt if we ever again will see the 
extreme styles and wide color ranges in 
shoes that we did before the war.” 
Mr. McOmber is one of the agents who 
reports his output sold up until October. 


AMERICAN SHOES IN DEMAND 


Foreign Business Booked 


Many inquiries have been received 
in the New York market for shoes for 
export and a considerable volume of 
foreign business is said to have been 
booked here. Several representatives 
of Scandinavian firms are here ready to 
place orders, it is said, but they have 
not been kindly received by some of the 
larger manufacturers and their repre- 
sentatives. It is felt that export orders 
to Norway, Sweden or Denmark now 
wiH find their way into Germany, 
ultimately, and for this reason the 
manufacturers do not care to handle 
this business at present. 

American-made shoes are finding 
their way to Europe through New York 
in quite another manner than by direct 
export. Thousands of pairs of shoes are 
taken across the water by the great 
number of returning foreigners, accord- 
ing to A. L. Slavens of the Boyden 
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Shoe Manufacturing Company of New- 
ark, N. J. 

‘Returning immigrants,” he said, 
“‘are aware of the denuded conditions of 
the foreign shoe markets and before 
starting for home buy footwear here for 
every member of their families on the 
other side. Every outgoing immigrant, 
I am told, carries with him an average 
of eight pairs of shoes. I heard that 
one laborer from Michigan bought 
fifteen pairs of shoes to take back to his 
folks in Italy.” 


REFRAIN FROM LEATHER 
SPECULATION 


For Future Safety and Prosperity 


Fred Vogel, chairman of the Tanners 
Council, last week issued an appeal to 
the tanners to refrain from speculation 
in the leather market. With prices on 
a constantly increasing scale, he said, 
there was a strong incentive to specu- 
late in the market, that the future 
safety and prosperity of the market 
depended on its being kept free of specu- 
lative features. He advised dealers 
to anticipate only their normal require- 
ments at present. 

Along this line several large New 
York shoe retail merchants say that 
they believe much of the present shoe 
shortage is due to the manufacturers 
pursuing a “hand-to-mouth”’ policy in 
their purchases of leather. “To my 
way of thinking,” said one of them, 
“the shoe manufacturers are harboring 
a mistaken fear that the price of leather 
will decline.” 

Much of the increased price of 
leather here, shoe manufacturers say, 
is due to the large purchases made for 
the account of the British Governmént. 
One manufacturer said that about a 
month ago when he went to a tanner 
from whom he purchases his leather, 
expecting to pay about 70 cents for 
calfskin, the tanner told him he could 
get 85 cents from the British. 


THE LUXURY TAX REPEAL 
John Slater Active 


The suggestion that the New York 
Retail Shoe Dealers’ Association co- 
operate with the National Retail Dry 
Goods Association in working for the 
repeal of the luxury taxes has not been 


carried out, according to John Slater of" 


J. & J. Slater, president of the shoe 
organization, largely because the Dry 
Goods Association is binding its efforts 
to a general rather than a specific 
campaign. Mr. Slater has arranged for 
direct representation of his association 
in Washington which will care for the 
retail shoe merchants’ interests when 
the tax question comes up _ before 
Congress. 


Retail merchants report that the 
general public knows little about the 
tax and in nine cases out of ten when 
customers are aware of the tax, they 
believe it applies to the full amount of 
the price of shoes if the price exceeds 
$10.00. Thus on a $12.00 pair of shoes 
the customer is likely to think that a 
tax of $1.20 instead of only 20 cents is 
to be paid. In most cases the explana- 
tion of the tax is as inconvenient to the 
retail merchant as is its collection. 

The tax is not affecting retail sales 
here so far as can be learned. In 
Franklin Simon & Co.’s men’s shoe 
shop, for instance, where accurate 
statistics are kept, the percentage of 
shoes retailing above $10.00 a pair 
compared to those below that price 
has not decreased since the tax went 
into operation. It still remains at 
slightly more than 60 per cent. 


IN MEN’S STYLES 
‘ Demand for Tan Oxfords 


With the coming of milder weather, 
the sales of men’s Summer shoes have 
increased. The greatest demand, ac- 
cording to retail merchants, is for dark 
tan oxfords. Returning Army men, say 
the retail merchants, want to select 
shoes as far removed as possible from 
the broad toed Army styles and in- 
variably choose the narrow last and 
pointed toe styles. Wing tips and per- 
forated tips are in high favor. The 
Army men usually take a width wider 
than they did before entering service 
and the stores have stocked more of 
the D and E widths than ever before. 
Next to tan, the men prefer gun metal 
and in many cases are wearing this in 
preference to patent leather for evening 
wear. 

The women’s shoe shop at Franklin 
Simon & Co.’s is showing new models in 
tan oxfords, which are selling well in 
New York. A _ great demand for 
cordovan shades with rubber or fiber 
soles for sport wear is reported. 


MANY SALES OF WHITE SHOES 
Brown Suede Pumps Popular 


The larger stores on Fifth Avenue 
report many sales of white shoes during 
the past week. In addition to all white 
in buck or kid, the sport combination of 
black and white and tan and white are 
being well taken. The greater demand 
is for pumps and oxfords rather than 
high shoes. Hanan & Son’s are showing 
white kid pumps with black jet buckles 
in their windows and sales of these are 
said to be large. 

Brown suede in pumps and oxfords is 
beginning to be popular and some shades 
of sand and gray are sold. With the 
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A einer 





The Westcott- 
Whitmore 
Company 

Syracuse N. Y. 

SPECIALISTS IN 


Women’s Footwear 
Welts, Turns and 
McKays 








Bluest OVS 


WOMEN'S FINE ely a" ros 


173 SUMMER STREET 
BOSTON, MASS. 








BOUDOIR SLIPPERS 3 


Black—Red—Tan 
Black $1.25 --- Colors, $1.35 








$ ? 
of 
Women’s 


1400 Novelty 
i - Shoes 








FOOTWEAR THAT APPEALS 
TO THE FEMININE FANCY 


We make a complete li 
Women’s | Ta —ey_ ang Meh, 
Grade Welts 


IDEAL VOGUE SHOE CO. 


HAVERHILL, MASS. 





Boston Office, 207 Essex St., Room 218 





Childrens Shoes 








Tredlite Steppers 
for Boys and Giris 
GUARANTEED 
FOR 75 DAYS 
Write tor Particulase 
HenryKleine& Ce. 


Chicago 








SOFT SOLES 











Were PB 








RPHY 
HOE 


by yorn orrices 
oun Ome 
“ase aan et 


JOHN 


TRAE 


OQFrice ano FacToRY 
EWARK Me 
Vita 











me noc SNOE: 


Tix OMPSON BROS. i 
KTON 



































Stacy Adams Co. 
Manufacturers of 


MEN’S FINE 
SHOES 
BROCKTON, 




















Gentlemen’s 
Shoes 


A.E. Nettleton Co. 


SYRACUSE, N. Y. 














STOCK DELS <> 


IS AT YOUR SERVICE 
THE STETSON SHOE Co.IN0 








Soutw WeyMout#,MASS. 





STYLE and SERVICE 
in SHOES for MEN 


.S. TORREY 
eronel? B.S. $1. BOSTON,MASS.  auiLDING 





BOOT AND SHOE RECORDER 


brown suede pumps many buckles of 
steel or bronze are sold. 


THE LION SHOE CO. 
With Headquarters Established 
The Lion Shoe Company, of which 

Messrs. Lewis Edelstein, A. L. Goldberg 
and Joseph Levy are identified, has 
been established as a part of the whole- 
sale shoe industry of New York, and 
has its headquarters at 108-110 Reade 
Street. The hou:e will concern itself 
principally with men’s and women’s 
high and medium grade goods in welts, 
turns and McKays, and its earlier 
activities will be centered in the Metro- 
politan district, New Jersey, Penn- 
sylvania and nearby points. 

The basic feature of the business 
policy of the houes it was stated will be 
that of filling promptly all orders taken, 
which means that orders will not be 
taken except for goods that can be 
delivered. The thought back of this is 
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a desire to assure the trade of prompt 
delivery of merchandise bought. Mr. 
Edelstein comes to the wholesale field 
from a long and successful career in the 
retail shoe trade in the Ridgewood 
district of Brooklyn, and is as a result 
very familiar with the requirements of 
the retail trade. He was for several 
terms president of the Retail Shoe 
Dealers’ Association of New York. 

Mr. Goldberg has been for many 
years identified with the wholesale 
trade of New York, his most recent 
connections being with A. J. Bates and 
later with the Duane Shoe Company. 
Joseph Levy of the firm is also very well 
known in New York wholesale circles 
and like Mr. Goldberg his most recent 
connection was with the Duane Shoe 
Company. The new house is rapidly 
accumulating its stocks of merchandise 
and business will be fully organized-and 
under way before the first of the coming 
month. 


Philadelphia 


Manufacturers here are showing keen 
interest in the sale which is to be held 
here June 11 of some $3,000,000 worth 
of russet leather by the army quarter- 
master’s depot. Sole leather, calfskins, 
rawhide, bag leather and harness backs 
are included in the stocks to be auc- 
tioned off. 

In view of the tendency of the leather 
market to jump upward upon the 
slightest excuse, the factory men say, 
every influence in the other direction is 
to be welcomed. Bidding is expected to 
be very sharp, however, on all classifi- 
cations, both those which are suitable 
for the shoe industries and those which 
are not. If the auction can delay ad- 
vances in the market for raw materials, 
let alone cause any real price recessions, 
it will be felt to have performed a useful 
service. 

Manufacturers declare the most 
troublesome feature of the markets in 
which they buy their supplies is the 
very strong demand from abroad. 
About every time some influence ap- 
pears in the direction of easing off the 
domestic situation there comes a spurt 
in export demand to offset it. Sole 
leather, particularly lightweight oak 
scoured backs, is in strong demand in 
the Philadelphia market at present. 


Retail Trade Spotty but Good 


Retail merchants this week are 
reporting a spotty business but heavy 
in the aggregate. It has simply been a 
question of the weather. Heavy rain- 


storms have upset the daily stabilization 
of trade, but so far as can be judged 
the losses of one day are pretty well 
made up by excess buying on the next. 
In fact, the total volume of trade seems 
to have been accelerated if anything. 
Heavy rains are sure to convince tardy 
purchasers of their necessities through 
wet feet and colds. 

This weather, however, has con- 
tributed a noticeable though not serious 
slowing up in sales of white shoes and 
sport lasts. : 

Black kid would appear to be coming 
in for a slightly increased demand, 
though all merchants do not report this 
experience. On the whole, the styles, 
lasts and colors picked by the retail 
trade here are proving satisfactory to 
the public taste. 


Merchants Know Style Values 


If this season has taught the Phila- 
delphia merchants anything, it has 
taught them the value of their own good 
judgment as to the styles which appeal 
to the local public. 

As has been pointed out several 
times before in this column, Phila- 
delphia styles, whether in clothing or 
shoes, often offer sharp contrasts to 
prevailing fashions in other sections of 
the country, and even where the sharp 
contrast is wanting there are distinctive 
notes, always on the side of conserva- 
tism, which hold good. 

Then, too, there are distinct differ- 
ences to be observed in the taste of the 
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public in different sections of the city 
and a very large proportion of the 
smaller merchant’s success lies in his 
ability to size up, and his courage to 
insist on buying the styles which he 
knows will appeal to his own particular 
section. 

If it is true that the merchant who is 
in daily contact with his trade can 
sense its acceptance or rejection of 
styles as a general proposition, all over 
the country, and the success of the 
National Shoe Retailers’ Association in 
its style program work establishes this, 
then it is particularly true in a great 
community that is as “different” as 
Philadelphia. 


Stores Buying More 


For the last couple of weeks the trade 
here has been marked by a rather 
heavier proportion .of buying on the 
part of the retail stores. Settlement of 
all doubts as to the possibility of a drop 
on prices, and the virtual certainty of an 
upward trend, has had its effect in 
bringing merchants rather sharply into 
the market. 
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The difficulty now is to arrange 
satisfactory terms of delivery. The 
stores are looking a little further ahead 
in their buying, which naturally in- 
volves consideration of deliveries further 
in the future. But manufacturers, 
when they do take orders, are pressing 
for earlier deliveries. They do not wish 
to tie themselves up too far in advance. 


New Manufacturing Company 


One of the latest additions to the 
industrial community here is the 
incorporation of Greenfeld & Cohen, 
for the manufacture of welt shoes. 
Their factory is located near Sixth 
Street and Columbia Avenue. 

There has been a decided expansion 
of the shoe manufacturing capacity of 
Philadelphia in the past few months. 
Despite the difficulties of leather 
scarcity, high costs and more or less 
uncertain labor, many enterprises whose 
launching the war delayed have had the 
courage to establish themselves. 

The factories generally report good 
sales, with particular demand in all 
sections of the country for children’s 
shoes. 


Rochester 


Organize War Savings 


Societies 


Factories 


Rochester having done her “‘bit’’ to 
make the Victory Loan a success now 
turns her attention to the sale of War 
Savings Stamps and societies are being 
formed in the factories of the city to 
increase the sale of these securities. . 

The names selected by the members 
of the War Savings Stamps societies are 
interesting. Some choose the names of 
the firms employing them, others quaint 
names such as ““Waste Not, Want Not,” 
“Save and Have,” “Savabit,” etc. 
“Kan Do It” has been chosen by the 
employes of the Utz & Dunn Co., and 
D. Armstrong & Co. employes have 
organized the “Stand-up War Savings 
Society.” 


Hope for Repeal of Luxury Tax 


The Retail Merchants’ Council of the 
Rochester Chamber of Commerce is 
out to exert its influence for the repeal 
of the Luxury Tax section of the War 
Revenue Bill and petitions are being 
circulated in the stores for signatures of 
customers who will protest against the 
tax. The following letter has been sent 
to the four representatives in Congress, 
urging them to work for the repeal of 
this bill at the extra session of Congress: 

“The Retail Merchants’ Council of 
the Rochester Chamber of Commerce, 


through its executive committee, passed 
a unanimous resolution requesting you 
to use your influence and earnest efforts 
to secure an early repeal of the Luxury 
Tax Section in the War Revenue Bill. 
The irritation and illogical nature of this 
tax is antagonizing the public. The 
expense, trouble of operation and the 
fact that it places a premium on cheap 
merchandise to the detriment of better 
grades makes it entirely obnoxious. An 
early resolution in the House of Repre- 
sentatives to repeal this Luxury Tax 
Section is urgently desired and your 
close co-operation is earnestly and 
respectfully requested. 


Feature Government Tax in Adver- 
tising 

Believing that the public should know 
more about the Luxury Tax on high 
grade shoes and fine silk stockings, one 
of the large Rochester shoe stores is 
running a column in their daily news- 
paper advertisements, in which they 
give the facts as follows: 

“The Federal Government by act of 
the last Congress imposed on various 
kinds of merchandise a small tax, 
effective on May Ist. In the list of 
taxed articles are included shoes selling 
at more than ten dollars, and the higher 
qualities of silk stockings. For the 
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accurate information the following 


facts are presented: 


Shoes 


“There is no tax whatever on shoes 
selling at prices up to and including ten 
dollars. 

“With higher priced shoes for men 
and women only the excess of the price 
above $10 is subject to the new tax of 
ten per cent. To illustrate: Shoes 
priced at $10.50, tax 5 cents; at $11.00, 
tax 10 cents; etc. 


Silk Stockings 


“The only stockings subject to tax 
are those made of silk—and silk stock- 
ings are taxed only when selling at more 
than $1.00 for men, and more than $2.00 
for women. Only the excess above these 
prices is taxable at ten per cent. To 
illustrate: Men’s silk stockings at $1.25 
and women’s silk stockings priced at 
$2.25, tax 2% cents. Men’s silk 
stockings at $1.50 and women’s silk 
stockings priced at $2.50, tax 5 cents, 
etc.” 

Rochester Notes 


Among the vital topics affecting the 
shoe business which will be discussed at 
the first annual convention of the retail 
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shoe merchants of New York State at 
Rochester, on July 7, 8 and 9, will be 
the present high prices and the possi- 
bility of much higher prices in the future. 


Retail shoe merchants of Rochester 
are congratulating themselves that they 
were foresighted enough to purchase the 
bulk of their Fall and Winter shoes early 
and that the recent advances of from 
50 cents to $1.00 in the wholesale prices 
finds them with complete stocks. 


Rochester manufacturers report un- 
usually good business from all parts of 
the country. Salesmen who have re- 
turned from their trips are well satisfied 
with results and are of the opinion that 
the merchants realize that there is no 
possibility of any reductions in shoe 
prices but that the present high price 
level is only an indication of further 
advances. 

Red has been considered as a repelling 
color by many but Manager Short of 
the Regal Shoe Store is authority for 
the statement that red, properly used, 
brings business. The Regal store re- 
cently blazed forth with temporary 
red panels in their windows and _ busi- 
ness has been so good that Mr. Short is 
considering the installation of perma- 
nent red panels. 


Detroit 


The date of the Michigan Shoe Re- 
tailers’ Convention has been changed 
from August 25-26 to September 8, 9 
and 10. The change has been made by 
the committee because they believe 
that the best interests of the exhibitors 
and traveling men will be served at the 
later date. 

Fred W. Adams, general chairman of 
the convention committee, says the 
Michigan Convention is going to es- 
tablish a record for all the other states 
to shoot at especially in reference to a 
large attendance and the efficiency of its 
organization and management. 

Mr. Adams says—‘I wish it to be 
made known that the highest class style 
show ever put on at any shoe retailers’ 
convention, at any time or place, will 
be held in conjunction with the Michi- 
gan convention on the afternoon and 
evening of September 9. The after- 
noon show will be conducted for the 
especial entertainment of the wives 
and daughters of those attending the 
convention. 

“The success of the convention is 
absolutely assured. At the date of 
writing there have been 87 reservations 
for display space filed with the com- 
mittee.” 


Monthly Dinner Conference 


A new feature of the R. H. Fyfe & 
Co. business is a monthly dinner and 
conference of department heads. At 
this dinner topics of vital interest to 
the firm will be discussed. At the last 
dinner the question of a school of 
efficiency covering an advanced course 
in salesmanship for both old and new 
employes was discussed, and is now 
under consideration by Mr. Fyfe. 
It is expected that these dinners will 
assist greatly in knitting the business 
together and promoting greater co- 
operation among the different de- 
partments 


Service to the Customer 

Frank J. Casey, manager Thayer 
McNeil Co., is bidding for the high 
grade trade of Detroit. He is build- 
ing on a solid foundation, service to 
the customer. He recently exchanged 
a pair of shoes for a customer that had 
been purchased at another store, but 
had been improperly fitted. This act 
of courtesy probably cost a couple of 
dollars, as the shoes had to be disposed 
of at a discount, but it brought the 
trade of five different women to the 
store, the sales to whom have already 
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amounted to hundreds of dollars. 
The woman who was so well pleased 
with the policy of the store where 
service to the customer was of para- 
mount importar.c2 has become a won- 
derful advertising force. 


Opening of Thos. J. Jackson, Inc. 


The long delayed opening of Thos. J. 
Jackson, Inc., has at last been con- 
summated. The many difficulties in 
securing suitable footwear has post- 
poned the opening for several weeks. 

This establishment, which is ‘‘just 
off the avenue” is located at 19 Adam 
Avenue, E., within a stone’s throw of 
the new R. H. Fyfe & Co. building. 

The firm will specialize on ‘Fine 
Footwear for Men and Women.” 

The store front is strikingly original 
and the salesroom unique in its clever- 
ness. A deep recessed entrance is 
flanked by windows finished in old 
ivory. Hangings at the corners next 
to the glass are in corded watered silk 
in old rose and blue, which is the 
color scheme of the wall decorations. 
The background of the windows is in 
French door effect with dotted Swiss 
hangings, filling each panel and the 
shop door, as well as the windows at 
the rear of the shop. 

The fixtures and woodwork of the 
store are finished in old ivory. French 


willow wicker easy chairs and settees_ 


beautifully upholstered with silk tapes- 
try in old rose and blue take the place 
of the ordinary shoe store equipment. 
A Wilton rug covers the entire floor 
of the store. 

The store is well lighted from both 
front and rear. At the entrance, for 
about 25 feet of the length of the 
store, a reception room comfortably 
furnished with tables and chairs, tele- 
phone, magazines, etc., affords those 
awaiting friends a convenient resting 
or lounging place. At’ the rear the 
offices are placed, the cashier occupy- 
ing the ground floor with the manager’s 
private office above. The facade of 
the offices presents an effect similar to 
the exterior of a separate fine estab- 


lishment. A balcony is built below a 
large center window, while flower 
boxes filled with foliage and flowers are 
placed below the smaller windows at 
each side. 

Thos. J. Jackson, formerly manager 
of Ye Booterye, Detroit, is president 
and manager of the new firm. He 
severed his connections with the Rogers 
Shoe Co. the first of the year and 
took over the ownership and manage- 
ment of the branch of this concern at 
Royal Oak, a growing suburb of De- 
troit. 

He will continue in active manage- 
ment of both stores. Mr. Jackson will 
have associated with him as_ vice- 
president and assistant manager Stuart 
J. Rackham, who was also formerly 
with the Rogers Shoe Co., but now 
lately discharged from active service 
for his country. 


Detroit Briefs 


The Douglas Shoe store, opened re- 
cently at 2540 East Jefferson, and the 
one at Flint, Mich., are both doing a 
big ‘business, justifying the judgment 
of Mr. Harvey the local manager in 
selecting these locations. 

Ben Berke says quarters are getting 
too small for him and that he will soon 
enlarge to double the present size of his 
selling space. Go to it, Ben! 

There has been no complaint about 
the luxury tax from merchants visited 
by the scribe. All report business as 
being exceptionally good, although a 
few find the unsettled condition of the 
present weather a hindrance to con- 
tinued big business. Others complain 
of a severe shortage of shoes with 
which to fill demands. 

R. T. Kannowski, manager the 
Emerson Shoe Store, reports a singular 
coincidence. A colored man, who had 
been a customer of the Detroit Emer- 
son store for a number of years, found 
that the first shoes issued to him when 
he entered the service of Uncle Samuel 
bore the Emerson label. The first 
civilian shoes purchased after his dis- 
charge were Emersons. 


Topeka Kas. 


Shoe merchants in Topeka and in 
Kansas cities have been visited by 
representatives of Eastern shoe concerns 
offering Fall stocks. The buying. with- 
out exception has been heavy. There is 
not a merchant in Topeka who is not 
confident that the sales will continue to 
boom in the Autumn as at present. 


High Louis Heels Demanded 


There is strong belief here that buyers 
of women’s footwear will demand high 
full Louis heels. A season of much social 
activity is expected to create a heavy 
demand for party shoes. 

At present merchants handling men’s 
shoes are enjoying unprecedented busi- 
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ness due to the return home from France 
of the 35th National Guard composed of 
Kansas and Missouri troops. Topeka 
alone furnished seven units in this divi- 
sion. The men are rushing into “‘civil- 
ians”’ quicker than the returned soldiers 
who saw service only on this side of the 
Atlantic. W. E. Brelsford of the Payne 
Shoe Company notes that there is no 
demand for the broad military shoe. 
Some of the stores had included 
military shoes in their stock purchases 
expecting a demand. The men want 
the latest narrow styles. The exceptions 
are rare. It has been a surprise to find 
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out how anxious the overseas men are 
to get out of the broad shoes. 


Good Wheat Crop and Good Business 

Perhaps the best explanation of the 
unlimited optimism among Kansas shoe 
retail merchants is the fact that one- 
fifth of the entire national Winter wheat 
crop which will be harvested in the 
Summer months, will come from this 
state. The merchants have purchased 
heavier than ever before. 

Meanwhile the Spring business, with 
emphasis on the high grade lines, is con- 
tinuing to satisfy the highest expecta- 
tions. 


New Orleans - 


Corporal Alfred F. Grass Is 
Welcomed Home 
Alfred F. Grass, one of the most 
popular shoe salesmen of the Marks 


CORPORAL ALFRED F. GRASS 


Isaacs Co. (Ltd.) Department Store, of 
New Orleans, La., is back in harness 
after an absence of over one year with 
the A. E. F. in France. Alfred was 
given a hearty welcome by the store 
2mployes on his return. 

Mr. Grass made several unsuccessful 


attempts to enlist at the first call for 


volunteers, but was turned down be- 
cause of weight. He decided to take a 
short vacation to gain more weight and 
was finally accepted and sent to Camp 
Beauregard on April 2, 1918. 

After studying radio he was assigned 
to Company A, 114 Field Signal bat- 
talion and in a few weeks was appointed 
first class private. 

About August 10th his command was 
ordered across the pond. Arriving 
overseas he was promptly promoted 
to corporal. While overseas, he was 
given a furlough and visited Paris, 
London, points in Germany and 
Spain. 

Mr. Grass is the third member of the 
Marks Isaacs Shoe Co. (Ltd.) depart- 
ment to return from the service. 


Louisville 


THE SPRING RACES 
Create Demand for Fancy Slippers 


f The Spring races in Louisville which 
started on Derby Day, May 10, brought 
a very fair volume of business, and 
created a demand for fancy slippers and 
shoes for the society crowd just previous 
to the Derby. However, heavy rains 
for a day or so prior to the event, and 
during the week following, reduced not 
only the usual good volume of race 
horse business, but also civilian business. 
Military demand is rather dull just now, 
but it represents excellent business and 


calls for many pairs of shoes, boots, 
etc., each month. 

The demand for women’s shoes as a 
whole has been very satisfactory, and 
there has also been a very good call for 
men’s shoes. Bad weather has cut 
down the volume of children’s business 
somewhat. The demand for men’s 
shoes is of a very staple quality, with 
tan English lasts predominating as 
usual. In women’s shoes there appears 
to be a tendency to return to the lighter 
shades, although black kid, patent 
leather and dark tans have been very 
good. Demand is fairly well divided 
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between pumps and oxfords, but semi- 
colonial styles in pumps are getting a 
very fair run. High priced ornaments, 
buckles, etc., are in heavy demand, cut 
steel, rhinestones, etc., meeting with a 
good demand in a high range of prices. 


LOUISVILLE SHOE MERCHANTS 


Will Elect New President at May 
Meeting of Association 


The May meeting of the Louisville 
Retail Shoe Association has been post- 
poned a few days on account of the 
races, and shortage of hotel accommoda- 
tions, but will be held some time this 
month according to Secretary Roger 
Dougherty. This meeting will be an 
important one as a new president will 
be elected to fill out the unexpired term 
of E. M. Cohen, who went to Harris- 
burg, Pa. Charles A. Siersdorfer, vice- 
president, has refused to serve as 
president, claiming that he hasn’t the 
necessary time to give to the matters 
that will come up. The question of 
uniform repair prices will also come up 
again at this meeting. 


THE LUXURY TAX 
Fo Be Considered During the Spring 


_ The luxury tax question will come 
up at the final Spring meeting of the 
Louisville Retail Merchants’ Association 
which will not meet during June, July 
and August, and probably September, 
it always closing down on regular meet- 
ings during that period. Louisville 
merchants have been fighting the luxury 
tax from the start, and believe that 
Congress will repeal the law. 


LEVY BROS. SHOE DEPARTMENT 
J. E. A. Dean in Charge 


Another change has been announced 
in connection with the management of 
the shoe department of Levy Brothers, 
whereby J. E. A. Dean, formerly of 
Pittsburgh, has taken charge of the 
company’s shoe departments, which are 
on separate floors, the men’s being on 
the first floor, while the women’s and 
children’s are on an upper floor. Mr. 
Dean succeeded R. K. Young, who was 
assistant to W. M. Risher. Mr. 
Risher resigned some months ago to go 
with the New York Store, of Indiana- 
polis, and Mr. Young later resigned to 
go with the same concern. Mr. Dean 
has had several years’ experience in the 
shoe business, and should make the 
department hum. 


STEWART DRY GOODS CO. 


Insures Employes 


An interesting announcement has just 
been made by the Stewart Dry Goods 
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Company, of Louisville, which has 
arranged to carry group policies under 
the blanket form to cover all employes 
on the payroll. Twenty-five year em- 
ployes will be given paid up policies 
running up to $3,000 and in force as 
long as they are with the store. These 
policies range down as low as $500 for 
employes with the company only six 
months, with $100 added automatically 
for each year they are in service until 
the $3,000 maximum is reached. This 
relieves employes of the expense of 
carrying straight life insurance while 
employed, and will take care of funeral 
expenses and leave a balance for de- 
pendents in event of death. The 
employe names his own beneficiary. 
This is the first mercantile concern in 
Louisville to adopt such insurance, 
although a number of manufacturing 
concerns in various lines have adopted 
it as a part of their welfare work. 


MANUFACTURERS AND JOBBERS 
Some Interesting Items 


Vogel Brothers Shoe Mfg. Co. has 
completed moving its office and jobbing 
departments to a new building on Main 
Street, and enlargement of the factory 
has started. Hereafter the factory will 
take up the entire plant, which pre- 
viously contained the jobbing depart- 
ment, executive and other offices. 
The new Main Street house has been 
attractively arranged, with handsome 
show rooms, offices, etc., and is much 
better located to catch the visiting 
merchants. 

Louisville jobbers and manufacturers 
have had a very busy season both at 
home and on the road. Buying this 
year is being done freely, but princi- 
pally on the light and often basis, with 
the result that a larger number of 
visitors are pouring into the show 
rooms than at any previous time in the 
history of the city. 


NEWS BRIEFS 
Of Seasons and Firms 


Work of remodeling the new Guthrie 
Street branch of Crutcher & Starks has 
started and the company expects to be 
ready to open this branch within a very 
short time. When this branch is com- 
pleted it will represent three branches 
other than the main store at Fourth 
and Jefferson Streets. 

The International Shoe Company, 
St. Louis, has closed its deal whereby it 
will open a new plant at Paducah and 
work on the building is reported to be 
under way in exchange dispatches 
printed in the Louisville newspapers. 

Frank E. Gaines, of Louisville, for- 
merly manager of the Louisville Flor- 
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sheim Company, and later manager of 
the Indianapolis store, has sold his 
interests in both stores and has quit the 
shoe game. Mr. Gaines plans to enter 
another industry at Indianapolis. Ben 
Middendorf is manager at Louisville, 
where he holds an interest, having at 
one time been assistant: under Gaines. 
L. H. Crockett has been placed in 


charge at Indianapolis, coming from 
Chicago. 

J. P. Loftus, formerly of Louisville, 
and at one time connected with the 
manufacturing concern of Fedler & 
Loftus, which. made women’s shoes, 
died in a local hospital, having been 
taken ill en route to his home at Min- 
neapolis from a visit to Florida. 


Texas 


WHITE SHOES IN DEMAND 
Also Black in Pumps and Oxfords 


Although white shoes have come into 
their own in Austin, there is still a de- 
mand for black in pumps of patent and 
dull kid which is greater than the supply 
which can be secured from the manu- 
facturers. This is the unanimous state- 
ment of all the dealers in women’s shoes. 


A WORTH WHILE CAMPAIGN 
5,000 New Customers in Six Weeks 


E. M. Scarbrough and Sons’ adver- 
tising manager is putting on a campaign 
to secure 5,000 new customers within the 
next six weeks. He takes some leader 
every day, advertising it most exten- 
sively, doubling his space in the papers. 
Mr. Yates said: “Suppose I had six 
dozen pairs of shoes which had not 
moved as rapidly as they should—I 
would advertise them at reduced rates, 
and sell them as quickly as possible. 
Every day I offer some special induce- 
ment for people to come into the store.” 

The biggest shoe sales of Scarbrough’s 
department are in low-heel walking 
shoes and oxfords. Few women are 
buying dress heels in oxfords, especially 
in white. The high-heeled white pump 
sells strongly, however, and the oxford 
with military heels. Mr. Yates says that 
the two chief difficulties are getting 
shoes high enough for the women to 
wear and getting hose to please them. 
He told of the demand for lace hose, 
saying that recently he bought 18 pairs 
of lace silk hose, which he sold for $5 
the pair, The entire stock was sold by 
noon of the following day after they 
were received. He says that itis virtu- 
ally impossible to secure them. It is 
Mr. Yates’ opinion that hosiery is the 
important part of the costume, because 
an-ugly stocking can ruin the appear- 
ance of the handsomest shoe or dress. 


BABY LOUIS HEELS WANTED 


Also Much Hosiery 


S. M. Burt is in Dallas attending a 
Knights of Pythias convention, and 
during his absence the store is being 


managed by his son, Montrose Burt. 
Mr. Burt said in talking of the shoe 
business: ‘“‘With regard to the Baby 
Louis heel, we have a greater demand 
than we can fill. We have oalls every 
day by the younger girls for the Baby 
Louis. I wired my father from New 
York that I knew he could sell a big 
stock.” 

The next biggest problem is to get a 


‘supply of hosiery to meet the demand of 


the regular customers. White is the 
most popular seller now among the 
women. 

Men call for dark tans almost ex- 
clusively. There is a great demand for 
Cordovan oxfords. It seems that when 
once a man has decided that he wants 
Cordovan, you cannot sell him any- 
thing else. 


FRANK DELASHMUTT SOLE 
MANAGER 


Shoe Store to Take All His Time 


Frank DeLashmutt is now managing 
his shoe store alone. Alf Harvey has 
been with him sixteen years and has 
for eight years been manager, but has 
now gone to the White Shoe Company 
at Temple. Mr. DeLashmutt has been 
in the shoe business for forty-four years, 
but during recent years he has spent 
more time overseeing his farms than he 
has spent in the store. Now, however, 
he has left the farms to his tenants, and 
has come to manage the store himself, 
at least until he finds someone who 
knows the shoe business better than he 
does, and is willing to work for him 
as if he owned the store himself. 

Mr. DeLashmutt has trouble keeping 
his supply of black pumps up with the 
demand. 

It- seems to be the general opinion 
that white high shoes will be popular in 
the Fall. 


FIFTY PER CENT OF CLOTHIERS 


Have Shoe Departments 


W. W. Wilcox, who has been attend- 
ing the Clothiers’ Convention at San 
Antonio, says that there is an increase in 
the number of men’s furnishing stores 
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that are putting in shoe departments. 
He says that 50 per cent of the clothiers 
of Texas have shoe departments. The 
narrow-toed shoe in chocolate calf is the 
best seller. He has had no trouble in 
getting shipments and has had a greatly 
increased business on account of the 
numbers of men returning to civilian 
life. 


DILLINGHAM SHOE COMPANY 
Work on New Front Begins June 1 


Dillingham Shoe Company has let the 
contract for the new front for its 
store, and work will begin June 1. The 
present front will be torn away entirely 
but business will go on just the same. 
The front will drop back about six feet 
deeper into the store. On each side of 
the front and along the back will be a 
long, narrow window. A center display 
case will be placed on the property line. 
This island case will extend to the ceil- 
ing. This arrangement will make a 
large lobby, the floor of which will be 
tiled. The entire front will be copper 
and glass, and all the woodwork, in- 
cluding the backs and the floors of the 
windows will be of quarter-sawed oak. 
One unusual feature of the windows is 
that the backs will be of oak to about 
shoulder height, and of glass the re- 
mainder of the way, thus affording more 
light as well as adding to the attractive- 
ness of the window. 

The awning will be taken away and a 
new one built. The entire interior will 
be remodeled. The upstairs will be 
taken over for a store room, and the 
partition wall of the first floor moved 
back. The added room will go into the 
office, increasing it to twice its present 
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A Retailer Writes 


“50 per cent of the invoices I receive have 
your stamp on them. For this reason I 
will be frank with you and give you any 
information you want. I will appreciate 
very much if you will get me straightened 
out.” 
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saving both the customer’s time and your own. 


“UPut-On™ 
Detachable Rubber Heels 


—put on like rubbers—make every woman who 
passes your store a possible customer. 

| Made in black, tan, gray and white to fit all 
sizes, French and Louis heels. Retail at 50c 
per pair with liberal trade discounts. 


Stock 

No. Widths Price 
7092 Pat. Colt Welt, Leather Louis AAtoC $5.00 
7093 Dull Mat. Welt, Leather Louis AAtoC 5.00 
7094 White Levor Kid,WhiteIvorySole AAtoC 5.75 
Stock No. 7094 has covered Leather Heel. 
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size. Additional show cases will be 
placed in the front of the store and the 
entire interior will be planned anew, 
with the utmost regard for convenience 


and beauty. It is hoped that the 
changes thus to be made will accom- 
modate the increased business that 
has made them necessary. 


St Louis 


Associated Shoe Retailers. Hold 


**Get-Together’’ Meeting 


The usual monthly dinner and “get- 
together” meeting of the Associated 
Shoe Retailers of St. Louis was had at 
the Hotel Jefferson Wednesday, May 
14, and was one of the best attended 
meetings of the Spring series. President 
Arthur Ebbs of the Swope Shoe Com- 
pany was in charge of the meeting 
which, after the discussion of the menu, 
was turned over to Vice-President 
Charles E. Williams of the Williams 
Shoe Company, who put life into the 
round table discussion of current 
matters of interest to the retail trade. 
The interest of the work of the associa- 
tion is growing steadily and membership 
is increasing as St. Louis shoe retail 
merchants realize the benefits to be 
derived from rubbing shoulders at 
regular intervals. 


A JOINT LUNCHEON 
Everit B. Terhune, Speaker 


A joint luncheon of the St. Louis 
shoe wholesalers, manufacturers and 
retailers at the Hotel Jefferson Friday, 
May 16, was a particularly interesting 
get-together affair in that it gave the 
allied branches of the shoe trade an 
opportunity to listen to some of the 
first hand experiences of a man who 
had visited western Europe within the 
recent past to make a study of commer- 
cial conditions. The speaker was Ev- 
erit B. Terhune, general manager of the 
Boot and Shoe Recorder, who told of the 
situation as he had found it in England, 
France and Italy during the months of 
January, February and March. Mr. 
Terhune’s talk gave the shoe trade a 
clearer insight into the conditions 
existing in the war torn area and 
emphasized the belief which prevai's in 
the trade that the present high prices 
are not at all likely to be reduced in the 
near future because of the shortage of 
materials, the need of finished products 
and other conditions which he cited at 
considerable length. In concluding his 
address to the luncheon party, which 
embraced more than sixty members of 
the shoe trade in St. Louis, Mr. Terhune 
urged the completion of the organization 
contemplated in St. Louis of the allied 
branches of the shoe industry for the 
benefit which such an organization 
would be to the market as a whole. 


G. E. LIPPMANN 
Departs For East 


G. Ed Lippmann, who recently 
severed his connection with the James 
Clark Leather Company, where he had 
been sales manager for the footwear 
division of the business and where he 
had made a marked success of the 
department, departed for the East 
Wednesday of this week to make 
preparations for the carrying out of his 
personal plans which he has not yet 
announced, but which are generally 
understood to be the establishment of a 
new jobbing house in St. Louis of which 
he will be the directing head and which 
will devote itself to a specialized line of 
operation in the handling of high grade 
women’s footwear. 


OFF FOR VIRGINIA 
Harry Vinsonhaler Takes Trip South 


Harry Vinsonhaler of the Vinsonhaler 
Shoe Company, left St. Louis last 
Saturday, accompanied by Mrs. Vin- 
sonhaler for a short stay at White 
Sulphur Springs, Va. The trip was 


‘made for rest and recuperation on the 


part of Mr. Vinsonhaler who, while 
actively attending to business in recent 
weeks, has not been at all well and who 
determined that precautionary meas- 
ures were desirable because of the state 
of his health. Mr. Vinsonhaler will 
later go to the New England coast for a 
summer vacation which usually com- 
bines business and pleasure, his summer 
location being near enough to the shoe 
markets to enable him to make frequent 
trips to the cities in which he obtains 
most of his supplies. 


THE LUXURY TAX 
A Problem of Instruction 


The problem of instructing the retail 
shoe trade in Missouri in the intricacies 
of the luxury tax has been interesting 
Secretary Wm. Graham of the Missouri 
Shoe Retailers’ Association, who has 
been mailing out such detailed informa- 
tion as has been obtainable in the 
present chaotic state of the rulings and 
regulations of the Internal Revenue 
Department. Naturally Mr. Graham 
is strongly in hopes of a repeal of the 
luxury tax with the opening of the new 
session of Congress as the lack of definite 
rulings in many cases is causing more 
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or less uncertainty, particularly to 
retail merchants who have not been 
equipped with all of the information 
needed for the handling of the tax and 
its collection. 


MANUFACTURING PLANT 
Howard-Hulm-Dietrich Shoe Co. 


A new country concern manufactur- 
ing children’s stitch-downs and similar 
footwear is very nearly ready to begin 
operations at Carthage, Mo., making 
the third of its type in that city, while 
a fourth similar concern is operating 
at Webb City, which is practically a 
suburb of Carthage. The new firm 
will probably. dperate as the Howard- 
Hulm-Dietrich Shoe Company with a 
capital of $50,000. The entire mem- 
bership of the new company is made up 
of practical shoe makers. The Webb 
City concern is the Preble Shoe Manu- 
facturing Company. 


TWEEDIE FOOTWEAR 
CORPORATION 


New Plans Will Grade Up Lines 


New plans have been taken up by 
Chas. R. Tweedie of Jefferson C'ty, 
head of the Tweedie Footwear Corpora- 
tion, which will result in the grading up 
of the lines manufactured by the con- 
cern, especially in women’s and misses’ 
goods. Mr. Tweedie is also heavily 
interested in the Hylo company, which 
produces the Tweedie boot top and 
which recently removed from Jefferson 
City to St. Louis in order to extend its 
capacity and improve its transporta- 
tion facilities. 


INTERNATIONAL SHOE 
COMPANY 


To Erect a Plant for Shoe Dyes 


The International Shoe Company, 
which is moving along the lines of 
making its entire operation self-con- 
tained and which is already tanning a 
large proportion of its leather supply, 
will at once erect a plant for the manu- 
facture of its dyes, fillers, stains, dress- 
ings, etc., which it has been making up 
to the present time in relatively small 
proportion to its requirements. The 
new plant will be erected adjoining the 
sole and heel plant of the company and 
it is expected to be in readiness for 
operation early in August. It will be a 
one-story building with saw tooth roof 
and 60x150 feet in dimensions. 


SOME NEWS BRIEFS 
Items Worth Reading 
J. K. Stribling, advertising manager 
for the Peters Branch of the Inter- 
national Shoe Company, has been out 
of the city for a short vacation prelimi- 
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nary to taking up the preparatory work 
for the Fall campaign for which it is 
necessary to be in readiness shortly 
after the July holidays. Mr. Stribling 
is expected back in the city before the 
end of the month. 

Fred. C. Church of the F. C. Church 
Shoe Company, which manufactures 
women’s novelty footwear for the job- 
bing trade is extending his field ma- 
terially and has been in Chicago the 
past week looking after his existing 
connections and forming new ones for 
the handling of a further portion of his 
output. 

Letters and cards received from Theo. 
R. Samuels of the Samuels Shoe Com- 
pany show that he is in Japan and 
enjoying himself thoroughly. Mr. 
Samuels left some time ago for a purely 
vacation trip in company with friends 
and said before leaving that it was his 
purpose to get himself as far away from 
business as _ possible. His brother, 
Julian G., and his father, E. R. Samuels, 
are remaining at headquarters and 
doubling up in the management of the 
company during the absence of Mr. 
Samuels. 

T. Garrison Morfit, president of the 
Rice & Hutchins St. Louis Shoe Com- 
pany, has been in the East for the past 
week or two upon business in connec- 
tion with the operation of his company 
and its relationship to the parent plant 
at Boston. During his absence Mr. 
Morfit participated in preparations for 
the Fall line service of the Rice & 
Hutchins Companies in his particular 
territory. 

The Hamilton Brown Shoe Company 
has practically completed arrangements 
for the construction of a new plant at 
Boonville, Mo., which will cost about 
$40,000. The new plant as soon as 
constructed and equipped will be de- 
voted to the manufacture of a special- 
ized line of footwear, it being the policy 
to create specialty factories which will 
gain a maximum output by confining 
the work to one line of goods. 

The Boyd Welsh Shoe Company, 
which occupied its new factory about a 
year ago, is arranging for the construc- 
tion of an addition which will enable it 
to increase its capacity and operate 
along still more efficient lines in the 
production of its high grade women’s 
footwear under the special process 
which has proved so successful a 
method of manufacture with this 
company. 


New Shoe Stores 
I. Stocker, 690 Third Street, Detroit» 
Mich. 
Erickson & Olson, 
Minn., shoes, etc. 


Two Harbors, 
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Chicago 


IN THE RETAIL TRADE 
Women’s Shoes Moving Well 


The merchants throughout the city 
report a very satisfactory trade in 
women’s, men’s and children’s shoes. 
Among the women’s lines, low shoes of 
every description are moving in ex- 
ceptionally rapid strides. Colonials in 
black kid, black suede, brown kid and 
other leathers have the predominating 
call, while brown and black walking 
oxfords with low heels are selling equally 
as well. 

Considerable fancy hosiery and 
buckles have been called for during the 
week. Taken as a whole, business this 
week has been far ahead of the week 
previous. 

Merchants on State Street and also 
on shopping thoroughfares outside of 
the loop are showing a wide airay of 
oxfords and pumps in white buck, kids 
and canvas. While the sale of these 
has not commenced in any large de- 
gree, yet all the stores are preparing for 
an early and enormous demand. 


RETAIL SHOE MERCHANTS’ 
OUTING 


May 27 Is the Date 


An all day outing was planned for 
Tuesday, May 27, to comprise an 
automobile trip to Fred E. Foster’s 
farm in Palatine, IIl., and a luncheon and 
dinner at the farm. A similar affair 
was held last year at Mr. Foster’s farm 
and it was occasion of much festivity. 


MORRISON BOOT SHOP SELLING 
OUT 


A Big $50,000 Stock 


The Morrison Boot Shop, for a num- 
ber of years located at 81 West Madison 
Street, has announced its decision to 
close out its stock and discontinue busi- 
ness. As a means of disposing quickly 
of all its merchandise, it has announced 
“a big sale of a $50,000 stock of wom- 
en’s high grade shoes, oxfords, slip- 
pers, hosiery, ornaments, etc.” 

The store was closed Monday, 
Tuesday and Wednesday, May 19, 20, 
and 21—to prepare the stocks for con- 
venient selling. The store is owned 
and operated by the Morrison Hotel 
Company. 


WHOLESALE CONDITIONS 
ACTIVE 
Low Shoes in Greater Demand 


Quite a number of out-of-town shoe 
merchants were in the market last week 


and purchased women’s and men’s 
shoes in considerable volume for imme- 
diate delivery. The demand generally 
was for a better grade of merchandise 
and while the “at once’’ orders were 
larger than usual, sales on staple lines 
of fine shoes are far ahead of previous 
years. 

F. H. Lakofka, Sales Manager, Har- 
per and Kirschten Company, says of 
conditions: —‘‘The demand for all styles 
of low shoes by far exceeded any similar 
period in our history. Black kid, dull 
kid and patent colonials are selling 
faster than it is possible for most 
wholesalers to secure them for imme- 
diate delivery. Merchants every- 
where are now calling for white. In 
gauging the success of the white season 
by the early and large demands that the 
merchants are making for this class of 
merchandise, it is predicted that this 
season will break all records as far as 
the sale of white shoes is concerned. 
The orders for future delivery are still a 
little behind those of the corresponding 
time of last year, but sales for immedi- 
ate delivery are in such volume that 
the slowness of orders for the distant 
future is largely offset. 

“In the men’s line the wholesalers are 
having an unusual call for oxfords in 
brown and Tony Red. Browns and 
two tones are the prevailing colors in 
shoes.” 


TALK OF SHOE AND LEATHER 
BUILDING 


A Little Gossip 


There is wide gossip among the trade 
of the construction of a big building in 
the loop devoted to the shoe and leather 
trades. Local architects and real estate 
operators have been discussing a build- 
ing of this kind for some while, and 
already tentative plans have been 
drawn for a structure of this nature. 
It is planned that the building will be 
either at Madison and Wells Streets or 
Monroe and Wells Streets and it is said 
that it will be completed and ready for 
occupancy about a year from now. 


AMERICA’S EXPORT OPPOR- 
TUNITIES 
Publisher Talks to Shoe and 
Leather Men 


Mr. Everit B. Terhune, Vice-Presi- 
dent and General Manager of the “Boot 
and Shoe Recorder,” who conducted a 
body of leading shoe manufacturers 
abroad to investigate trade conditions, 
spoke before a large gathering of shoe 
and leather men on Tuesday, May 13, 
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at a luncheon in the Gray Room of the 
Sherman Hotel. His topic was the 
existing conditions of the shoe industry 
and trade in England, France and Italy. 
Mr. Terhune pointed out the de- 
plorable condition in which the shoe 
trade finds itself in the above mentioned 
countries, and emphasized that not 
only the merchants, but the other 
people as well are looking expectantly 
upon America to supply their depleted 
footwear requirements. 

“Just as the purchase of Liberty 
Bonds is a duty of every American 
citizen,” said Mr. Terhune, “so is it 
America’s duty to devote a portion of 


its shoe production for export, to relieve 
the dire need that is existing in all 
parts of Europe. It is beyond the 
conception of anyone at home who has 
not had opportunity to personally in- 
vestigate conditions just as they are to 
actually appreciate America’s oppor- 
tunity in this respect. Facing a serious 
scarcity of hides, shoes are selling at 
prices 400 per cent higher than normal. 
All of the nations in Europe are depend- 
ing upon us for shoes and leather. 
This country will soon witness an ex- 
port business that will exceed the most 
enthusiastic predictions of the best 
posted business prophets.” 


Brockton 


SCARCITY OF HIGH GRADE 
LEATHER 


Highest Known Prices Prevail 


Brockton shoe manufacturers are a 
unit in the statement that there never 
was a time in local trade history when 
the best grades of upper stock were so 
difficult to obtain as at the present 
time. Prices, too, are the highest ever 
known. In fact, new price records are 
made almost from day to day. Buyers 
for Brockton houses, who formerly 
visited the Boston market once a week 
are now compelled to visit the leather 
stores almost daily in order to obtain 
supplies for immediate use. 


Buyers Bid Against One 
Another 

A member of a leading shoe manu- 
facturing concern said, in regard to the 
demand for high grade upper stock: 
“Our difficulties in obtaining the best 
grades of leather are due to the fact 
that everyone wants the top grade and 
that inferior grades are almost entirely 
neglected.”’ Buyers are bidding against 
one another daily in the Boston market, 
in their efforts to secure sufficient 
amounts of high grade stock to cover 
their needs. One buyer for a Brockton 
house spoke of going in to buy 50 dozen 
of black kid; visiting five leather stores 
before finding it; taking it at the price 
asked because if: he didn’t some other 
buyer would as likely as not be willing 
to pay 4 still higher price than was being 
asked of him. Another buyer, who was 
seeking 25 dozen high grade gun metal, 
was unable to obtain it at all. He 
made the remark: “This is the first 
time in my long business career that 
my money wouldn’t buy leather.’ 
And so it goes. As illustrating the 
soaring conditions of the market Russia 
calf now quoted at 85 to 90 cents a foot 
sold a few years ago at 30 to 35 cents. 


One Reason for the High Price 
; of Shoes 

The scarcity of leather is reflected 
in the high price of shoes. Where for 
instance a Brockton manufacturer’s 
top grade wholesaled five years ago at 
$3.35 this price has now practically 
doubled. Merchants who are paying 
these high prices naturally are critical 
of the goods which they receive. Man- 
ufacturers appreciate this fact and 
realize that only the best grades of 
leather must be used in order to give 
satisfaction to merchant and consumer 
at the prices asked. This is equally 
true of concerns who formerly made 
shoes at a price and used the second 
grades of upper stock. They, too, 
must use better stock than ever before. 
The result is that nobody wants second 
or third grade stock and the supply of 
the best grades is insufficient to meet 
the demand. 


Merchants Get Good Values 


In this connection it is important to 
add that merchants who are paying 
these high prices may feel sure that 
Brockton manufacturers fully appreci- 
ate their situation and that customers 
will receive goods which in every way 
represent full values for money ex- 
pended. Made-in-Brockton shoes, as 
produced today, are in material, work- 
manship and finish on the highest plane 
which they have ever occupied as re- 
gards merchandizing values. Mer- 
chants’ demands are limited only by 
manufacturing facilities. Practically 
every plant in Brockton has orders 
booked far ahead with no prospect of 
any dull period of production for months 
to come. 

Shoe Buyers Visit Local 
Factories 


Representatives of John M. Alder, 
who conducts two retail shoe stores in 
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New York City, were in Brockton this 
past week. Members of the Adler 
Shoe Company, a concern which oper- 
ates eight retail stores in Greater New 
York, were also in this party. These 
visitors were entertained by J. Howard 
Field, vice-president of Chas. A. Eaton 
Company, who took them around the 
city and showed them points of trade 
interest. These concerns use a con- 
siderable amount of Brockton shoes 
and are extending their purchases of 
local made footwear. They are unani- 
mous in stating that the stores with 
which they are connected are in a 
prosperous condition and that the de- 
mand for high grade footwear, such as 
is made in Brockton, is greater than 
ever in the history of their business. 


STOCK DEPARTMENT EX- 
TENDED 


Local Concern Increases Number of 
Styles 

The Dalton Company, Inc., of which 
H. P. Dalton is general manager, has 
recently enlarged its stock department. 
There are now being carried in stock 
for immediate delivery ten or more 
styles of Dalton shoes for men, in oxford 
bal and blucher patterns. These are 
of black kid, cherry red and mahogany 
calf, glazed kangaroo, etc., on lasts 
which have been demonstrated as sub- 
stantial sellers. Manager Dalton says: 
“‘We are doing an extensive business in 
our stock department as regards the 
shipment of oxfords for immediate de- 
livery. Many of our customers are 
also anticipating their Fall needs 
by ordering high shoes from our 
stock department.” It is of further 
interest to note that this concern, 
which has been established but three 
years, is now doing an annual business 
of $1,500,000. 


VISITOR FROM HAVANA 

Cuban Buyer in Brockton 
Francisco Turro of Havana, Cuba, 
was in Brockton this week on a pur- 
chasing visit.. Mr. Turro, who con- 
ducts an extensive jobbing business in 
Havana, comes to this country annually. 
He is a large purchaser of made-in- 
Brockton footwear. He reports pros- 
perous conditions on the Island with 
excellent prospects for business during 

the present year. 

Spoke at the Rotary Club 
Harry I. Thayer, president of 
Thayer-Foss-Company, Boston tanners, 
also president of the New England 
Shoe and Leather Association, was the 
guest at a meeting of the Brockton 
Rotary Club held in Commercial Club 
hall, Thursday evening, May 22. As 
a compliment to Mr. Thayer, the dinner 
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Nothing but the Foot in the Shoe 


Common Sense Tells 


You This Plain Fact 


When the shoe is fashioned, finished and fitted 
to the foot, nothing but the foot should go 


into the shoe. 


Any sort or kind of so-called arch- 
supporter added to the finished shoe 
after it has been fitted to the foot of 
the wearer will crowd and cramp the 
foot, deform its bony structure, injure 
the foot arches, distort the shape, rip 


the shank and destroy the fabric of the 
shoe. Like the ancient Chinese law, 
such appliances cripple the feet of the 
man or woman who uses them. They 
are foot-destroyers, not arch-sup- 
porters. 


Surgical Science and Shoemaking Sense 


demand that an arch-supporter that helps the foot and supports the arch be 
made an integral part of the shoe when it is being manufactured in the factory 
and not something added to the shoe after it is completed and being worn. 


The Crawford Arch-Supporting Shank 


Is the Only Scientific, Common- 
sense Arch-Supporter on the Market 


It is part of the shoe, a strong, simple, 
serviceable, scientific shank locked 
rigidly to the insole, which cannot 
work up through the insole nor down 
through the outsole. It is a fixture; 
a prevention to arch troubles, a 
preservative of the shape and fit of 
the shoe. 


Nothing but the Foot 
in the Shoe 


‘SPLIT SHANK 


RIVET . 
LOCKING SHANK TO INSOLE 


Shoe Fitted with Crawford Arch-Supporting Shank 
Shank Locked to Insole—Cannot Wear Through Outsole 


TRUSS 
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committee invited several of Brock- 
ton’s prominent shoe manufacturers as 
guests. Mr. Thayer was given a 
hearty welcome and made to feel at 
home in the shoe manufacturing at- 
mosphere by which he was surrounded. 
His talk regarding his foreign trip as a 
member of the “Boot and Shoe Re- 
corder’s” party was combined with 
trade matters in a way which made it 
most interesting to his hearers. 


SHOE SHIPMENTS SHOW GAIN 


Increase Over Previous Year 


Shipments from Brockton shoe fac- 


tories for the past week were 14,851 
cases as compared with 14,704 cases 
the corresponding week a year ago. 
Brockton shoe shipments for the year 
to date are 300,608 cases, a gain of 
41,696 cases over the corresponding 
period of 1918. 


Boston 


Ellis Gordon Organizes Ellis 
Gordon & Sons 

An interesting change in the leather 
district has been brought to our atten- 
tion in the dissolution of the cut sole 
house and leather firm of Gordon & 
Berman. Ellis Gordon, of this recent 
partnership, who is said to be the origin- 
ator of the “factory” cut sole idea, has 
organized a new company under the 
name of Ellis Gordon & Sons, having 


hemlock and union, backs, sides and 
bends, as well-as a full line of offal. 

The “Recorder” joins with Mr. 
Gordon’s many firends in wishing him 
every possible success in the organiza- 
tion of his new company. 


White Shoe Dressings in Great 
Demand 


With the popularity of white shoes 
exceeding all predictions and expecta- 
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WM. E. GORDON 


ELLIS GORDON 


SIMEON L. GORDON 


The New Partnership of Ellis Gordon & Sons 


taken his two sons, William and Simeon, 
into the firm. 

It is a change of no little interest to 
the shoe and leather industry, as Mr. 
Gordon has many warm friends through- 
out the trade with whom he has trans- 
acted a very large business in the past 
fifteen years, not only in the states, but 
across the water as well. 

Ellis Gordon & Sons, located at 641 
Atlantic Avenue, will start immediately 
manufacturing men’s and women’s cut 


soles and will continue handling “FAC-_ 


TORY CUT SOLES.” 

This new and aggressive firm has 
large sole leather tannery connections 
and will carry complete lines of oak, 


tions of the trade, retail merchants find 
correspondingly large demands for clean- 
ing compounds. The beauty of a white 
shoe is in the freshness of the leather. 
Stains, dirt and blemishes of any kind 
are a source of annoyance until re- 
moved. Louis M. Hannum, sales 
manager for Whittemore Bros. of Bos- 
ton, says: ““The white shoe which a few 
years ago was looked upon as a curiosity 
struck the public fancy right and has so 
fulfilled the claims of its early sponsors 
that it can be expected to form a large 
volume of Summer sales for years to 
come. 

“My opinion is supported by the 
orders coming to us from all parts of the 
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world for preparations that will be 
effective in keeping white shoes white 
without destructive influences on leather 
or fabric.” 


Fiske Shoe & Leather Company to 
Make Stitchdowns 

This news coming from the sales 
headquarters of the Fiske Shoe & 
Leather Co. of Boston and Chicago will 
be received by the trade with more than 
a ripple of interest, for “it forecasts 
values in the stitchdown line,” said Mr. 
R. G. Reed, sales manager, “‘which are 
eagerly wanted.” 

The Fiske Shoe & Leather Co. has 
made rapid progress in the manufacture 
of men’s medium and fine welts and has 
resources and factory facilities at its 
disposal which promise a quantity 
production of quality stitchdowns at 
attractive prices. 


Notice to New England Shippers 

New England shippers in the shoe 
and leather trade will be interested in 
the announcement that the ocean 
steamship line (Savannah Line), effec- 
tive May 15, has established a regular 
semi-weekly service between Boston and 
Savannah. There will be sailings 
Tuesdays and Saturdays, Boston to 
Savannah, and Mondays and Thurs- 
days, Savannah to Boston. Freight 
will be received daily at Pier 42, Hoosac 
Tunnel Docks, Boston, and given solid 
and package car loading direct from 
ship to cars at Savannah for all prin- 
cipal Southern and Western points. At 
present there are no embargoes in effect. 

The company has put on this extra 
service, notwithstanding that present 
freight offerings are hardly sufficient 
for a weekly service. 


A “TOWN MEETING” OF SHOE 
SALESMEN 
Date to Be Announced Later 

The Boston Shoe Trades’ Club is 
arranging what is likely to be the 
biggest attraction of the season—‘‘a 
town meeting” of shoe salesmen for the 
purpose of receiving three-minute re- 
ports of business conditions and pros- 
pects in the different territories covered 
by New England salesmen throughout 
the United States and Canada. 

This meeting will be held just as 
soon as a majority of the salesmen have 


returned from their territories and due 


announcement of the date will be made 
through the trade press. 


BOSTON SHOE TRADES’ CLUB 
ENTERTAIN ‘FANS’ 
One of Them a War Veteran 


Hank Gowdy, famous baseball player 
who was the first of the profession to 
enlist for the war in the American 
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WORK SHOES 





UNION - MADE 


EVERY NUMBER “IN-STOCK” 














Copyright by Underwood & Underwood 





No. 1010. Brown Elk Outing Bal, Single 
Sole, Leather, Goodyear Welt Fastened. 
Price $3.60 









No. 955. Black Flame Proof Molder, First 
Grade, Hub Gore, Nail Fastened. 
Price $2:25 


Send for Price List TODAY. 


ARTHUR A. WILLIAMS SHOE CO. 





Don’t delay placing your order 
for your Fall and Winter require- 
ments. You know from your 
market report that the Hide and. 
Leather Market has advanced 
strongly. Shoes must follow. 


Large orders for both Domestic 
and Foreign trade are being placed 
and larger ones will soon follow. 
Order NOW while the prices are 
right and stocks complete. 





No. 441. Brown Full Grain Blucher, 9 in. 
High Cut, Two Full Soles, Nail Fastened. 
Boys’ (244- _ eee $2.85 
- <¢ - Pa eee Fe - $2.70 
Little Men’s (8144-1344)............ $2.50 
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Army, was the guest of the Boston 
Shoe Trades’ Club at luncheon on Friday, 
May 16. Mr. Gowdy, who is looking 
none the worse for his military experi- 
ence, was accompanied by Fred Tenney, 
another well-known former star of the 
diamond. 

Mr. Gowdy was introduced by the 
treasurer of the club, I. Wendell Gam- 
mons. There was a large gathering of 


shoe and leather trade “‘fans’’ on hand 
to greet the two notables. The dele- 
gation included President Harry I. 
Thayer of the New England Shoe and 
Leather Association; President Hollis 
B. Scates of the Massachusetts Retail 
Shoe Merchants’ Association; Repre- 
sentative E. T. Wright of Rockland, 
and Chairman Frank R. Briggs of the 
Thos. G. Plant Company. 


Haverhill 


BUYER FROM OHIO 
Visitor to the Shoe District 


J. D. Gelernter, shoe department 
buyer for Strouss-Hirshberg Company, 
Youngstown, Ohio, was in Haverhill 
last week on a _ business visit. Mr 
Gelernter is a young man who is 
thoroughly grounded in_ shoe lore. 
As a boy, he worked in the shoe factory 
of J. M. O’Donnell & Company, Brock- 
ton, where his father was also employed. 
His work with the concern with which 
he is now assoc ated has resulted in an 
important increase in the business of 
the shoe department. He says that a 
twelve-story business block to be built 
in Youngstown in the near future will 
be occupied by Strouss-Hirshberg Com- 
pany. In the new quarters the concern 
will enlarge its shoe department, adding 
men’s to the present lines of women’s, 
misses’ and children’s footwear. 


Specialty Shoe Shop to Come 

It is Mr. Gelernter’s opinion that the 
future development of shoe retailing in 
the larger cities will be along the line 
of specialty shoes, that is, selling men’s, 
women’s and children’s shoes in stores 
devoted exclusively to each of these 
lines. This plan :s being rapidly de- 
veloped in the women’s wear and other 
lines of apparel. Mr. Gelernter sees 
no reason why it should not be equally 
successful in shoe selling. In_ his 
opinion, specialty shops have come to 
stay in all lines of merchandise, and 
that the important place which shoes 
now occupy through their development 
of style warrant the fulfilment of his 
prediction. 


NEW BUILDING PROJECTS 


Plans Developed for Factory Con- 

; struction 

At least two new factory buildings 
will be constructed during the next few 
months in Haverhill, if present plans 
are carried through. One of these will 
be on Hale Street, near the plant of 
Liberty-Durgin Inc. and directly across 
the street from the freight station of the 
Boston & Maine Railroad. The other 


will be an eight story cement structure, 
with 90,000 square feet of floor space, 
on Essex Street, almost directly oppo- 
site the Essex Associates Building and 
built by this organization. It will be 
ready for occupancy in the fall. 


Many Concerns Need More Factory 
Space 

The requirements of local shoe 
manufacturing concerns in the way of 
added factory space are such as to 
assure the immediate leasing of all 
projected buildings. One concern will 
take a lease of 50,000 square feet of 
floor space. Others are ready to utilize 
proportionate accommodations in the 
proposed new buildings. Great ac- 
tivity exists at the present time in 
factory property in the shoe and 
leather district. Many pieces of real 
estate of this class have changed hands 
recently, all being sold at advanced 
prices, and necessarily indicating higher 
rentals. 


SHOE FIRM’S NEW QUARTERS 


Old Factory Leased to New 
Concern 


The Malbon Shoe Company will 
remove between now and August 1 
to new factory ‘quarters in one of the 
Burgess-Lang Company cement build- 
ings. Here they will have greatly 
enlarged factory space in which to 
produce the same line of women’s 
turn footwear with which they are now 
identified. The factory on Essex 
Street which the Malbon Shoe Com- 
pany have been occupying, has been 
leased, beginning August 1, to Harry 
Rosenberg of Waterbury, Conn., who 
will be the head of a corporation which 
will manufacture a line of women’s 
turn shoes at this location. 


CHANGES IN WOOD HEEL 
PLANTS 
Shoe Concerns Make Purchases 
The importance of wood heels in 
connection with the production of 
women’s footwear has led_ several 
shoe manufacturing concerns in this 
city to acquire wood heel plants. The 


- stitching. 


BOOT AND SHOE RECORDER 105 


Hartman Shoe Company recently pur- 
chased the wood heel factory of A. R. 
Wade & Company at Newton Junction, 
N. H., and will operate it in connection 
with the manufacture of women’s 
McKays and turns. The Pentucket 
Wood Heel Company of this city has 
been purchased by the L. M. W. 
Company. The latter concern is com- 
posed of the following shoe manu- 
facturing concerns: Theodore Le Bos- 
quet of Le Bosquet-Moore Company; 
George Learned of George Learned 
Company, and A. J. Lambert. The 
plant will produce heels for the shoe 
factories of the owners. 


NEW SHOE CONCERN 
INCORPORATED 


Local Men Interested in Plant 


The Ernest D. Hazeltine Company 
of Haverhill has taken out incorpora- 
tion papers under Massachusetts laws 
for manufacturing and dealing in foot- 
wear. The capital stock is $50,000. 
Walter Edelstein is president, Ernest 
D. Hazeltine, treasurer, and Frederick 
H. Tilton, clerk. President Edelstein 
is a Boston man, while the other 
members of the corporation reside in 
Haverhill. Mr. Hazeltine was formerly 
of Butler & Hazeltine. 


LEASED FACTORY IN NEARBY 
CITY 

Local Concern Will Have Branch 

B. E. Cole & Co., Inc., shoe manu- 
facturers in this city, have secured 
space on the two upper floors of Dodge 
Brothers’ No. 1 plant in the neighbor- 
ing city of Newburyport. They will 
begin the manufacturing of women’s 
turn comfort shoes there as a branch 
of the local factory. The Cole concern 
was previously located in Newburyport 
and has been operating a cutting room 
in that city since coming to Haverhill. 


THE P & R SHOE COMPANY 
ORGANIZED 
To Distribute Shoes Out of 
Haverhill 

The P & R Shoe Company, of 
Haverhill, Mass., specializing in wom- 
en’s imitation turns, are making a 
Winter oxford for women, made of a 
medium shade of tan, carries a 12-8 
straight heel with welting to the heel, 
and a 16-8 extended sole to show the 
It has a hand picked edge, 
baby eyelets and an imitation winged 
tip. Suede gray lining is used to pre- 
vent slipping at the heel, a one-piece 
innersole and heel stay. 

It is predicted that it will be worn 
very largely for Fall with spats. 

H. I. Platz, head of the P & R Shoe 
Company, states that this shoe would 
be sold to the trade in C and D widths. 
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Going! 


Get yours before they’re 





GONE! 


Seven days more and enough orders will be received to take our 
entire stock on the popular “Just Wright’’ model illustrated 
below. Have your order in our hands before time’s up. 


We must begin to turn our attention to the production of Fall 
styles, so, fast as possible, we are stopping the manufacture of 
certain numbers made up for Spring and Summer business. 
It means opportunities for you, if you act promptly, that 
cannot be realized later. There is a long oxford season ahead 
of you, and the demand for an oxford like this will be felt 
often. 


$7.0 





$7.0 


STOCK STYLE NO. 170 


Over The Top Last, Cordovan, Brogan 
Oxford, Cable Stitch on Vamp, Tip and 
Quarter, Wingfoot Rubber Heel, Widths 
AA to D, Sizes 6 to 10. 
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E. T. Wright & Co., Ine. 


Rockland, Mass. 


BOSTON NEW YORK PHILADELPHIA DETROIT SAN FRANCISCO 
183 Essex Street Marbridge Building 1215 Market Street Washington ~Arcade Pacific Building! 
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PUBLIC SALE OF LEATHER 


VALUE OVER $3,000,000 


FIRST PUBLIC AUCTION SALE OF LEATHER IN THE 
UNITED STATES TO BE HELD AT 


Zone Surplus Property Office 


21st and Oregon Avenue, Philadelphia, Pa. 


Cleared by the Director of Sales 
Starting 1 P. M. June 9, 1919, and Continuing Daily Thereafter 
at 10 A. M. Until Stock Is Sold 


RUSSET STRAP LEATHER BACKS—Grade A and B—3% to 10% oz. 
RUSSET STRAP LEATHER IN SIDES—Grade A, B & BB—5% to 8 oz. 
RUSSET HARNESS LEATHER BACKS—Grade A, B & C. 
SOFTENED SOLE LEATHER BACKS. 
RAWHIDE CALFSKIN IN WHOLE SKINS. 
FULL GRAIN & BUFFED RUSSET BAG LEATHER SIDES. 

Grade A & B full grain—5 & 6 oz., Grade A & B buffed—5 & 6 oz. 


Tanned By The Following Well Known Tanners: 


England & Walton Co. P N. R. Allen & Sons Co. 
Gutmann & Co. Leas MeVitty Co. 

Eagle Ottawa Leather Co. Woelfel Leather Co. 

Pfister & Vogel Leather Co. Richmond Leather Co. 
Barbour Leather Co. Griess Fleger Tanning Co. 
Hans Reese & Sons The Howell-Hinchman Co. 
Alexander Bros. W. W. Mooney & Sons 
General Leather Co. W. D. Byron & Sons 

J. G. Curtis Leather Co. F. W. & F. Carlisle 


CONDITIONS OF SALE 

1. Bids to be made at an advance of not less than one-half of one cent per pound or foot. 

2. The highest bidder to be the purchaser, and if any dispute should arise between the bidders 
for ~~ lot, it shall be decided by the Auctioneer. The Government reserves the right to reject any 
or all bids. 

3. Leather will be offered by tannage. No Bid will be received for less than 1,000 pieces 
(unless quantity is helow that amount), which bid will carry an option for the entire tannage of lot 
offered which must be immediately exercised. 

4. Foot Leather will be sold according to marked footage as accepted by the Government. 
Pound Leather will be determined at time of delivery, making an allowance of one pound per roll 
for wrappings, if wrapped in paper. No claim will be allowed after removal. 

5. Sale without recourse as to quality, grade or designation. 

6. The acceptance of the bids will be determined at the time the offer is made and all Leather 
must be removed from the Government Warehouse within thirty days. 

7. The Government carries no insurance and all Leather left in the Government Warehouse 

after purchase will be left at the risk of the purchaser. 
8. Terms cash f.o.b. Warehouse, 21st and Oregon Avenue, Philadelphia, Pa. 

9. A deposit of $1,000.00 (certified check or cash) will be required before participating in the 
bidding, which deposit will be returned after the sale has closed if no award has been made to depositor. 

10. Leather can be seen and inspected at Inland Warehouse, M-5, Section G, Philadelphia, Pa., 
ten days prior to sale on application to Surplus Property Officer, Zone Supply Office, Philadelphia, Pa. 


ADDRESS ALL COMMUNICATIONS TO ZONE SURPLUS PROPERTY OFFICE - 
21st and Oregon Avenue, Philadelphia, Pa. 
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Stock No. 651 


Men’s Coco Brown Ivory Side Whole 
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uarter Blu., 


Grain Leather Insole. Heavy Single Leather Outsole. 


Surface Welt, Admiral Last, 


Width, Sizes 5-11. 


Price $3.85 Less Discount 
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TRY CARTER’S 


We promise shoes of quality at prices 
made possible only by standardiza- 
tion in manufacturing. We allow 
volume discounts and give favorable 
terms. All shipments are unbranded 
and on orders of five dozen or more 
we put dealer’s name on cartons— 
free. 

A trial order on the shoes shown 
here will be convincing that the more 
business you turn our way, the more 
customers we can turn your way, 
with resulting increases in sales and 
profits to the store. 
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CO-OPERATION 


Dealer requirements have been our 
constant study for years and the 
extraordinary values offered the 
trade now are the logical result of a 
sincere desire to co-operate with 
the trade in being liberal with the 
public. 

The best known upper leathers are 
being cut. Our sole stock is from 
tanneries in which we have full confi- 
dence. Only grain leather insoles 
are used. Skilled labor is employed. 
A factory efficiency system is main- 
tained. Results are right. 


J. W. CARTER & CO. 


NASHVILLE,3TENN. 
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Stock No. 650 


Men's Coco Brown Ivory Side Whole Vam Bal. 
Grain Leather Insole, Heavy Single Leather 
Surface Welt, Frisco Last. 
D Width, Sizes 5-11. 


Price $3.85 Less Discount 






utsole, 
In stock ready for quick 
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DEATH OF W. M. QUINN 


Salesman for F. Mayer Boot & Shoe 
Company 


The F. Mayer Boot & Shoe Company 
has lost one of its most conscientious 
workers in the death of W. M. Quinn of 
Negaunee, Michigan, who passed away 
at Mayo Hospital, Rochester, Minn., 
on Friday evening, May 2, as a result 
of an operation. 

Mr. Quinn had traveled for this 
house just about twenty-five years 
covering the upper Michigan territory. 
He had a host of friends not only per- 
sonal but among the trade. The 
traveling men of the country will like- 
wise sincerely mourn his loss. 

Sales Manager C. H. Greeley, of this 
house, writes to the ‘‘Recorder” that 
he does not know of a man who was 
better liked or held in higher respect 
than Mr. Quinn. 

A wife and five children survive the 
deceased. 

As a proof of the esteem in which Mr. 


Six 
These six good shoe men lined up in 
back of the barricade of shoe trunks 





were the guests of Manager George T. 
Thompson of the Quincy Hotel, Quincy, 
I}]., and the picture tells the story. 


Miles, who 







Traveling Shwe Salesmen 


Activities of our Trade Ambassadors 
On and Off the Road 
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THE LATE W. M. QUINN 


Who formerly traveled Northern Michi- 
gan with the “Honorbilt” line 


The men from left to right are E. 
carries Beacon _ shoes; 


BOSTOMIANS 


J.R. 





Branche Martin, within whose trunk 
can be seen the photographs of Roy 
Kanouse and President Clarence Wade; 
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Quinn was held by his firm and by his 
trade, it has been deemed fitting to 
appoint his son, Morgan, as a successor 
to his father in the upper Michigan 
field. 


. 


Samuel Phillips in the West 


Samuel Phillips of the Federal Over- 
gaiter Company left on May 17 for a 
four weeks’ trip through Ohio and 
Michigan and the West, to present the 
Fall gaiter lines of that concern. Mr. 
Phillips is very enthusiastic about future 
prospects and anticipates finding a very 
good market for the line. 


S. Wax Joins Salesforce of B. Marx 
& Son, Detroit 


S. Wax, formerly with Henry Kleine 
& Co., jobbers of children’s shoes, 
Chicago, has joined the staff of B. 
Marx & Son. The territory assigned to 
Mr. Wax is the western half of the city 
of Detroit. He will carry the full line of 
children’s shoes handled by this firm. 


Good Men at Quincy, Illinois 


next in line is Herman Heintz; then 
T. Roeder and shoe merchant Cooper 


from Louisiana, Mo., and last W. C. 
Patterson, traveler for Burley-Stevens 
Company. 
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Full Grain Black 


Glazed Horse 


Strong as Horse 
Soft as Kid 





Pleases the wearer 
Profits the Retailer 
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MY | Demand the ORIGINAL GLAZED HORSE 
. -, ; ARISTO KID from your shoe manufacturer. 
» rr Rr , 


B: D. Ejisendrath Tanning Co. VA 














Tannery 


S \ Chicago : ~ RACINE Boston 
SX 130 N. Wells St. WISCONSIN 95 South St. 
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The past week or two have been 
exciting ones in the leather market, 
and truly, the excitement is far from 
being quelled. Prices which have been 
what was considered the limit con- 
tinue sky-rocketing, and it is con- 
fidently predicted that the limit is not 
yet reached. Following the advances 
in raw stock and encouraged by the 
increased activity of buyers, tanners 
are asking remarkable advances on 
both sole and upper leather, and what 
is more, the shoe manufacturers are 
paying these prices, in the fear that 
further delay will lead to higher cost 
in their requirements to fill orders 
already on their books. And even 
at these high prices, or because of 
them, stocks are sub-normal, and this 
taken in connection with foreign de- 
mand, present and anticipatory, must 
lead to still further scarcity and its 
accompanying advancing prices. The 
situation is acute, the outlook dis- 
tinctly disappointing. 


SOLE LEATHER 


Heavy Advances in Some Lines, and 
Stocks Low 

The most important feature of the 
week is the advance in union sole 
leather. Cow backs which sold around 
70c a short time ago are now strong 
at 80 to 82c, and still advancing. 
Light and medium steer backs are 
also quoted at the same figures, with 
stocks low,. and some tanners re- 
fusing to quote figures on future de- 
liveries. Heavy steer backs, while not 
in so great demand, are none too 
plenty, and are obtainable from 75c 
down, according to grade and tannage. 
Sole cutters are taking all they can get 
of the lighter weights, and are marking 
up their cut soles accordingly. Hem- 
lock leather is well sold up in nearly 
all grades. Packer hide leather is still 
quoted at 50c. No. 1 dry hide hemlock 
is quoted from 47 to 50 c. according to 
tannage, Nos. 2 and 3 selling at 48 and 
46c. It is reported that tanners are 
discontinuing the use of dry hides, and 
turning their attention to green-salted 
hides, and consequently all dry hide 


Furey 


Bali’ 


The Le 


; and hemlock 24 to 32c. 
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leather is likely to be taken soon 
while heavy No. 1 is already scarce. 
Oak sole is selling well, with prices 
strong. X bends are now firm at 
$1.00 to $1.02 and are well sold up, 
while bends for the findings trade are 
at still higher figures. Heavy oak, 
both backs and bends, is scarce. Best 
backs, both steer and cow, now held at 
84c to 87c with No. 2 75 to 80c and 
No. 3 71 to 73c. Belting butts have 
sold to large amounts the last week or 
two, one sale reported of 20,000 on a 
basis of 93c and prices now firmly 
established at 96c for heavy No. 1 
steer backs, medium 95c and light 94 
to 95c, with No. 2’s, 2c less all around. 
The advance in prices has hit the 
offal market, and advances of 2 to 4c 
are noted. Bellies are quoted 30 to 
34c for oak, 22 to 24c for union and 
18 to 20c for hemlock. Heads are held 
at 20 to 2lc for oak, 15 to 17c for 
union, and 10 to 12c for hemlock 
Double rough oak shoulders range from 
45 to 63c, and scoured oak shoulders 
44 to 53c. Union shoulders 47 to 52c 
The demand 
for export is still heavy, and stocks of 
desirable grades much depleted. 


Upper Leather 


As in sole leather, the upper leather 
market is stronger, with prices ad- 
vancing. Shoe manufacturers are now 
purchasing to cover orders now being 
taken by their salesmen on the road, 
or secured from visiting buyers. The 
principal demand is for calf leathers 
and chrome-tanned sides. Calf leathers 
are well sold up, with the better grades 
very scarce, though some _ tanners 
offer to sell a certain proportion of 
best grade provided second and third 
grades are included in same order. 
The tanners are feeling the necessity 
of requiring this, in order to move their 
accumulations of the lower grades. 
However, there are few such trades 
reported. Colors are sold ahead, and 
present quotations for future delivery 
range around 90c for colors and 75c 
for black. The lower grades are ad- 
vancing, as it is believed that shoe 
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manufacturers will be compelled to 
take this leather when best grades are 
unobtainable. Side leathers are firmer, 
with prices tending upward day by day. 
Advances are from 2c to 5c since a 
week ago, and prices which may be 
quoted at this writing likely to be too 
low when this page reaches the readers 
Finished splits in active demand for 
export, and prices tending upward. 
Heavy flexibles selling. Ooze gusset 
splits well sold up. Patent leather 
going well for domestic cutting and for 
export. 
HIDES 


The Market Distinctly Higher in 
all Kinds 


The Boston market is less busy, 
mainly because the demand is mainly 
for light hides, and there are none, or 
very few here. There are no New 
England hides but heavies, and these 
are quoted 30 to 3lc with few. sales 
noted. Western hides offered are 
mainly buffs, quoted around 25c but 
tanners want extremes and are. willing 
to pay 34 to 35c for such as are offered. 
Southerns are not plentiful. Some 
northern extremes sold 32 to 33c with 
middle and far south quoted lc and. 2c 
under, where dealers have any to 
sell. 

The Chicago packer hide market is 
but moderately active. Heavy native 
steers, Aprils have sold at 33c but are 
now held at 34c and: Mays held at 35c. 
Heavy native cows offered at 30 to 32c 
for Aprils, light cows, however, strong 
at 35 to 36c with rumors of higher 
prices being paid. Heavy Texas 
steers have sold for 32c and now 33 to 
34c asked. Lights and extremes Ic 
and 2c less. Colorados 33c. Prices 
firm for country hides, buffs selling at 


. 27 to 28c and extremes 32c up. 


Calfskins, both packers and cities, 
are strong at 63 to 65c, with rumors 
that 70c has been paid. One tanner 
reported to have brought over 30,000 
at 60c. Outside cities held at 60 to 
65c, countries 54 to 55c. New 
York calfskin quotations are $5.25, 
$6.35 and $7.35. 











SPECIAL OFFER CONTINUED 


DON’T MISS IT! 
Prompt Deliveries by Parcel Post, Insured, Prepaid. 


36 pairs assorted shapes and finishes of 


Colonial Buckles 


carded in pairs and filled, ready for adjustment. Priced 
from .40 to $2.50 a pair. Net cash 30 days, 2% 10 days. 


No returns. No catalogue. Shipments are being made 
daily to all sections of the country. 





ADDRESS DEPT. (R) 


D. T. Dudley & CO. 


66 Washington St., Haverhill, Mass. 
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HE record business we have 
already booked for Fall 
delivery is proof positive 

of STEADFAST values. 


We are confirmed in our belief 
that the modern shoe merchant 
wants substantial merchandise. 


LS at A a a i Oi nn 


—and the fact that we bought 
materials far ahead of the pres- 
ent abnormal level has enabled 
us to give values at very inter- 
esting prices. 





Have you seen one of our 
salesmen? 


Sinith Brigcoe Shoe Go Inc. S 
ae 


Makers of Good Shoes for fen SS a } 
nginia ——————— Gun Metal Calf “ ¢ 
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Rae” FLEXIBLE Sole, smooth inside and out, 


BOOT AND SHOE RECORDER 





FENTON PROCESS 


FenTON's ‘‘Cush-Flex” Process 
has made for itself a 
reputation in the Trade. 


It secures a perfectly 








and gives that light, smart 
touch so much demanded in today’s 


FooTWEAR Jf you are interested in good shoes. 
correct in style, snug in fit, advise 
us and our representative will 
call upon you. 





STYLE ILLUSTRATED 


All Black Dull Mat Kid, 9 inch Top, 34 Fox, 19/8 
‘Full Louis Covered Heel, Old Rose Satin Top Facing, 
Imitation Straight Tip, Fenton ‘‘Cush-Flex”™ Process. 
(Made also in Black Glazed Kid, New Castle Brown, 
F.B. &C. No. 24Grey, F. B. &C. No. 88 Field Mouse.) 





THE JOHN FENTON 
SHOE MFG. CO. 


COLUMBUS, 
OHIO. 
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For 1919 


These Colonials are the Most Seasonable—and Most Desirable 

Sellers on the Market. If you want 36 pairs or more—(Sold 

only in 36 pair cases) write or wire. 
— N , Terms 5 per cent 10 days; Net 30. days ean is iilieal ida 
$3.25 when buckle is p rtm 4 


Pt Cao Pomp 168 el P. & R. SHOE CO., 


Louis Heel, Aluminum Plate, 
Gray Quarter Lining and Sock 
Lining, Large Square Orna HAVERHILL, MASS. 86 River St. 


mental Buckle. Sizes 24 to7 and 3 to7, C and D Widths. 
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400 ROOMS 
300 BATHS 


$1.50 a day and up 





ONE OF THE LEADING STYLES READY 
IN OUR IN-STOCK DEPARTMENT 


For Boys and Little'Men' 
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4 Commercial hospitality in Bos- 

+ ton centers at the Essex. Here 

% are the headquarters of the shoe 

% and leather trade. All service 

= is first class. Meyer Davis and 
: is famous |New Yor rchestra 

% his f. New York Orch 

x is playing here. 
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Hotel Essex 


ABSOLUTELY FIREPROOF 


BOSTON 
McCARTHY BROS. 


Proprietors 


Stock No. 15 


No. 15—Boys’ Tan Bal, Goodyear Welt, 
Leather Sole, West Point Toe, Sizes 1 to 6. 
Price $3.50 

“HONEST WEAR IN EVERY PAIR” 


MARSTON & BROOKS CO. 
HALLOWELL, MAINE 
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Shoe Knowledge That You Need 


You’ll find it all in “The 

Shoe and Leather Lexicon’”’ 
“The Shoe and Leather. Lexicon” defines and illustrates 
every trade and technical term used in the shoe and 
leather business, from the raw product of the tann 
and mill through all processes to the finished shoe. It 
contains correct anatomical drawings of the foot, tables 
of foot and last measurements, standard carton sizes, 
classifications of leather, and standard size lengths of last 
ees ng , - ro 

Png handy Tittle volume for only 50 cents a copy. 


Boot and Shoe Recorder Publishing Company 
207 South Street, Boston 


There’s money for you 


in this new lace 
Nufashond quality — the best that can be 
made. And the margin of profit is surpris- 
ingly liberal. 
Ask your jobber 
Or write us for samples 


The Narrow Fabric Co. - Reading, Pa. 


Makers of the famous Nufashond Fabric Tip Shoe Laces 


Mfrs Wt 
“DkPorserie SHOE LACE 
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WHATEVER YOUR SHOE REPAIRING 
REQUIREMENTS MAY BE 


WE HAVE THE MACHINE | 





—ouene: 





The illustrations above show but a few of the big range of ma 
chines which we supply for shoe repairing. 


They are all illustrated and described in a very handsome cata- 
logue which we are glad to mail free to anybody who writes for it. 


They cover every requirement from a simple cleaning shaft up 
to the most elaborate and complete outfit. 


We help our customers make a success of their business. Our 
machines always carry with them a service that is considered 
by many of our customers among their most valuable assets. 


We have customers everywhere, and we are not ashamed te 
have you ask any of them about us or our machines. 


Write us today for a catalog. 


UNITED SHOE REPAIRING MACHINE CO. 


4 ALBANY STREET, BOSTON, MASS. 
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folie Peeves 


HOW’S YOUR STOCK OF 
DARK TAN OXFORDS? 


WE CAN SUPPLY WHAT’S WANTED TO KEEP 
STOCK UP AND PREVENT LOST SALES. 


The three numbers listed below are being called for daily by dealers who 
know the great merchandising value of 


KEITH’S KONQUEROR SHOES 


No. 956 Low Shoe 
* 750 High Shoe 
* 741 High Shoe 


Refer to our catalogue for description and prices. If you have none, 
send for copy. 


The Preston B. Keith Shoe Co. 


BROCKTON (Campello Sta.) MASS. 
New York Office, 299 Broadway, Room 415 


Boston Office, 207 Essex St. 
A pleased 
1 
i customer 


nn who boosts for your store gives 
i you the most valuable ad- 
| i vertising attainable. 
| ° ° a 
. ! —_ i" It is this publicity that 
Retailers! _Attention: ro Honorbilt Shoes get for 


DETACHABLE BUCKLE HOLDER you. They make people talk 
clamps on the throat with mane Fics that about you in a way that creates 
holds the buckle absolutely rigid and does not . 
mar the shoe in any way. Can’t hurt the foot business for you. 
and can be instantly detached from both the F. Mayer Boot & Shoe Co. 
pump and buckle. The new Victory Buckle SBilwaukee, Wis 
Holder permits the customer to wear a differ- agora 
ent buckle every day and solves the solution te 
for attaching buckles on the shoe. Finished in | 
nickel plate and sold twelve pairs mounted amt C 

| : | | } 
Write today to | | 
| 


on a card. 
Can be retailed at 50c. a pair and allow a handsome profit 
FLEMING-KEEVERS COMPANY 


NORTHAMPTON, MASS. 
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Our Two Best Selling 


HOUSE SLIPPERS 


Other styles in stock which perhaps 
are better suited to your require- 


No. 115 
BLACK CAB. SANDAL 


WANTED TO PURCHASE 


ments. 


All listed in our Spring Catalog 
No. 15. May we send you a 


copy? 


L. B. EVANS’ SON CO., Wakefield, Mass. 


MISCELLANEOUS 


$2.40 


No. 127 
BLACK CAB., 2 STRAP 


MISCELLANEOUS 








Highest Cash Prices Paid 


for entire shoe stocks. We also buy 
your surplus or slow sellers. Quan- 
tities no object. Retail or wholesale. 
Short term leases taken off your 
hands. 
Wire or Phone us 
Correspondence Confidential 
Established 1890 


GLAUBERG & CO. 
401 Broadway, New York, N. Y. 
Phone Canal 4119 


We also purchase clothing, 
hats, furnishing goods, etc. 











DO YOU CONTEMPLATE 


Retiring or going out of business? 
I will pay value for your entire or surplus 
stock of Shoes. 

Leases having a short term torun taken 
over. Established 25 years. 


I, OLENICK 


413 Broadway, New York _Tel. 9531 Canal 





Metal Shoe Fitting Stools 


And Floor 
Mirrors 


Ne. 141 


wie =, The Chicag 
Pres = Wire Chair Co. 
621 N. LA SALLE STREET, 
CHICAGO, ILLINOIS 








Eises Ecénomire inch of wall 
: Mon nent ph— omar "ia 





= All Mercantile Lines 
Hard and L Houses, 
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No matter what policy you may pursue 
in selling to the shoe trade, nevertheless, 
you need the “BOOT AND SHOE 
RECORDER” all the time. 








Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit all kinds of 
stores and shelving. They 
will enable you to get 
along with less help, save 
the wear and tear on your 
shelving and help the ap- 
ance of your store. 
hipped subject to ap- 
proval and satisfaction 
guaranteed. 


Write for our latest cata- 
log showing 18 styles of 
ladders as well as other 
store fixtures. 


Milbradt 
Manufacturing Co. 
2410 No. 10th St. 





ST. LOUIS, MO. 
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A Great Chance to Get - 
SOFT SOLE SHOES AND SANDALS 
JOBBERS AND RETAILERS 
Do you want to get in touch sim a eneopy 
line of Soft Soles and Sandals made wit 
New E d Shoemaking Skill ? 
Write us for Samples— Get Our 
Remarkably Prices 


BOSTON BABY SHOE CO. 
3 Foster Street Peabody, Mass. 
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STEP 
LADDERS 


are made 
in many 
styles and 
to fit all 
kinds of 


shelvin, 
Send for ca‘ 
full de 





Wanted at Once 
for Department Store 
for Cash 


Manufacturers’, Retailers’, or Sur- 
plus Stocks of 


SHOES 


No Quantity Too Large. Short 


Leases Taken 


GLOBE MDSE. CO. 


Indianapolis, Ind. 
New York Office 
23 Lispenard St., New York City 
Merchandise of All Kinds Purchased 











DISPOSE OF 


UNSALABLE SHOES 
and ODDS AND ENDS 


WE ADVISE vou t 
rd SHIP THEM TOUS, the 


Gans Stevens Mercantile Co. 
307 WEST MONROE STREET, CHICAGO 
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page per issue: 





— 1 time 7 times 13 times 
l inch..... $4.00 $3.00 $2.75 
2 inch..... 8.00 6.00 §.25 
3 inch..... 12.00 9.00 7.75 
4inch..... 15.00 12.00 10.00 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


aa 99 e 
Recorder’ rates for space less than one-eighth OSITIONS WANTED—Three cents per word for each insertion. 
Pp Minimum amount accepted, sixty cents. 
vertisements, five cents per wor 
‘One Dollar. Ads under this headi 
up to five o’clock Tuesday P.M. When advertisers desire answers to 
come in care of this office, twelve words must be allowed in each adver- 
tisement for address. When advertisers desire oy forwarded direct 





26 times 52 times amount accepted 
$2.50 $2.00 

4.75 4.00 

7.00 6.00 

9.00 8.00 under letter postage. 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


to their address, each word of the address must be 
advertisement and paid for accordingly. 


For other “Want” ad- 
for each insertion. Minimum 
will be received 


counted in the 
Answers to ads must be sent 








SALESMEN WANTED 


SALESMEN WANTED 





GALESMEN~ Selling t to retail shoe stores to sell 
a fine line of overgaiters. All territories open. 
Address K162, care Boot and Shoe Recorder, 127 
Duane St., New York. 
GIDELIN E SALESMEN—To sell on commission 
high grade line of ogete. Choice territory. Big 
possibilities. Bestovall Company, 34 South Wells 
St., Chicago, I. 
GALESMEN. WANTED—In every State to 
handle a line of popular priced children’s and 
infants’ turns. Forty styles in stock; a cent 
commission—5 per cent discount. Give references. 
Address B318, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 
GALESMEN—Our increasing capacity will per- 
mit us to take on a few more lesmen in 
different parts of the country. Men’s and boys’ 
work and semi-dress shoes Made In Milwaukee. 
No side lines. Commission basis only. Luedke 
Schaefer Shoe Co., Milwaukee, Wis. 


XPERIENCED SALESMAN wanted to sell 
cut sole leather to the finding, wholesale 
grocery, and hardware trade in Southern territory. 
Only high-class men acquainted with the territory 
and trade. References required. Address B320, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 
WANTED—Salesman to carry as a side line, a a 
complete line of infants’ and children’s turns, 
on a straight 6 per cent commission basis, for Con- 
necticut, New York. and Pennsylvania states. 


Reference uired in first letter. Address B304, 
care Boot and Shoe Recorder, 207 South St., Bos- 
ton, ass. 


Lee ye po to carry ‘our line of s ort 
and moccasins through the 
Middle = ecthere States on a commission basi 
E. A. Buck Company, Bangor, Maine. 


ALESMEN WANTED—Good experienced shoe 
saleamen for high grade Western line of men’s 
work shoes in oe we ey be territories: Michigan, 
Ohio, New York, I Virginia and 
West Virginia. ‘Oo ie “ay shoe salesmen with an 
spelthes business will be considered. Address 
Boot and Shoe Recorder, 189 

West Madison St., Chicago, Ill. 
WE. want an experienced man in every section 
of the country to sell the best line of boys’ 
and girls’ shoes in the world. We give you factory 
prices and you fix prices and terms to your trade to 
cover your profits and expenses. Communications 
aang | confidential. Address B309, care Boot and 

ecorder, 207 South St., Boston, Mass. 


Salesmen Wanted 


Experienced men with or ay ae | trade 
to carry a leading in-stock line of Boys’ 
shoes. Commission oe Lge op- 
portunity for young men with experience 

jobbing lines. Territories open: 
New York State; Ohio; Indiana; Illinois. 
Address in confidence giving details of 
experience. 


Address B 293, care Boot and Shoe Recorder 
207 South Street, Boston, Mass. 





GALESMEN | WANTED to sell a fast moving 
New York in stock line of high oe and staple 
Women’s,§Misses’, Men’s, and Boys’ Welts, Turns, 
and McKays, in New York and Brooklyn and 
vicinity. First letter must give full details as to 
experience, connections, and volume. Ap ly 
B324, care t and Shoe Recorder, 207 South 
Boston, Mass. 


WANTED 


Cincinnati shoe manufacturers 
of women’s fine shoes have es- 
tablished business in Iowa, and 
Missouri, to turn over to a real 
live salesman. Do not apply 
unless you have had experience 
in selling women’s high grade 
shoes in this territory. THE 
WISE, SHAW & FEDER — 
Cincinnati, O. 











Resident Salesman 


WANTED FOR PENNSYLVANIA TERRI- 
TORY to carry line of men’s and women’s 
medium and high-grade shoes. We fill the 
orders we take. Address with reference, 
LION SHOE CO. 
108-110 Duane St., New York, N. Y. 








High Grade Shoe Salesmen Wanted rd 
Manufacturer making Women’s McKays, to 
start with Spring samples about August 15th. 
Territory — in all parts of the United States. 
Must be a hustler, one who has an es' ed 
tradeand can give best of reference from former 
employer. First letter of application mus: — 
full particulars, territory covered and 

expected. The Elbinger Shoe Mfg. Co, a 
Cincinnati, Ohio. 














Salesman Wanted Immediately 
A 1 NAILED WORK SHOE LINE 
Milwaukee Made Shoes 


Good proposition for Live Wire Salesman. 
Address B 295, care Boot and Shoe Re- 
corder, 207 South Street, Boston, Mass. 

















POSITION WANTED 





YOUNG man, age 30, married, desires position 
as buyer and for or high- 
grade shoes. Will consider department pf or 
exclusive shoe store. Experience 12 years whole- 

sale and retail. Best of references. Address B313, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


GALESMAN— Export. Desires to represent 
= ; e “y ~ ana end jobber for — 
or Balkan States. Can speak languages requ 
omy wn By. mn commercial methods. 
e 30, m * possess courage, integrity, 
a fnaee executive abilit: Bases: traveling 
mission. Best of references. Address 
B14, ca care © Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 3 SSE 
RETAIL shoe manager socks new connection 


selling to the trade. A live-wire salesman and 
Address 





Kive9, ca What have you to offer? 


care Boot and Shoe Recorder, 127 Duane 
., New York. 





HELP WANTED 


Lg yg salesman, also help proprietor 

man, with reference, only need 
pro ‘sive tell full particulars first letter. y ON mm 
B316, care Boot and Shoe Recorder, 207 South 


St., Boston, Mass. 


WANTED 
General Manager 


FOR 


In-Stock Department 


One of the largest manufacturers 
of men’s shoes in the country, 
located in New England is in 
the market for a live, capable 
man who knows merchandizing 
to take entire charge of our 
recently enlarged in-stock de- 
partment. Preferably a man 
between 30 to 40 who has had 
charge of salesmen or a stock 
department or who has been a 
successful salesman on the road. 
This is a high calibre proposition 
for a high calibre man. Write 
experience, references to _ this 
address. 


E.E.M. Boot and Shoe Recorder 
207 South Street, Boston, Mass. 














Sales Manager 


A high grade resourceful 
executive is required by a 
large Eastern shoe manufac- 
turer. Address B310, care 
‘Boot and Shoe Recorder,” 
207 South St., Boston, Mass. 

















LINE WANTED 
Wy akzae live wire, line of ladies’ high- 
grade shoes for Middle hen iso ac- 
uainted with California, Nebraska, 


ennsylvania, New York. At quent ‘with Brook- 
lyn concern. Address K164, care Boot and Shoe 
ecorder, 127 Duane St., New York. 
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“Recorder’’ Occupational Bureau for Returning Soldiers and Sailors 


Have recently been mustered out of the Service. Previous years. Address $29, care of “‘Boot and Shoe Recorder,” 
to this, I have been in the wholesale and retail shoe business 207 South Street, Boston. 
all my life—conducting my own store in an Eastern city. : 
Would like a line of shoes or rubbers—for any territory on After three years service, I have been discharged from the 
commission. Know that I can make good. Address ‘Canadian Army. I am the inventor of a cushion insole for 
$36, Care oi ‘Boot and Shoe Recorder,” 207 South Street, shoes, with patent rights in U. S. A. also in Canada. Would 
like to interest capital in placing same on market with a view 
to selling or manufacturing on a royalty basis. I would be 
prepared to give 30 per cent profits. For further particulars, 
address $35, care “Boot and Shoe Recorder,” 207 South 
Street, Boston, Mass. 





Boston, Mass. 





Would like position as road salesman to retail trade in 
New England, preferably near Boston or in Rhode Island. 
Previous to entering service, traveled New England for eight 





LINE WANTED BUSINESS OPPORTUNITY WANTED TO PURCHASE 





SALESMAN. wants good strong line for Detroit eee for fodioe! and children’s shoe de tment 
Ex : t-class dry goods store in ichigan’s 


and Michigan. cellent representation as- 
sured. Address B315, care Boot and Shoe Re- rd.k City of one hundred thousand. on- 





a Vz ae; aVY| | Ve 


| 


We Buy for Cash 


Manufacturers’, Jobbers’ and 
Retailers’ Surplus Stocks, Jobs, 
Closeouts. 

NO QUANTITY TOO LARGE 
We also purchase entire stocks 
from retailers or manufactur- 
ers. Send us particulars 
what you have for sale. 

Short Term Leases Taken 
We pay Highest Cash Value 


VAN PRAAG & CO. 


Shoe Dept., Martin Posner, Manager 
537 Broadway, New York, N. Y 
Telephone 2248-2249 Spring 


i 





corder, 207 South St., Boston,: Mass. derful opportunity for responsible party. Address 
B317, care Boot and Shoe Recorder, 207 South St., 

TWO live experienced salesmen, open | for | an A-l Boston, Mass. 

line of women’s or men’s and boys’ shoes, for 

New York and New Jersey. Established trade, 

selling well rated accounts. Have been selli 

pe 000. —— ee ae: in dats tail, 

proposition is big enough, can furni a 
organization. Address, Efficiency, care Boot an EXP ORT OPP ORTUNITIES 
Shoe Recorder. 127 Duane St., New York City. 











s 

» 

& 

¥ 

s 

a 

‘ EW YORK EXPORTING CONCERN—Now e 
rOMEN 'S McKay line for Washington, Oregon N have an outlet for a line of women’s shoes a 
and Idaho. Address B321, care Boot and for export to Mexico. Communication is invited gg 
Shoe Recorder, 207 South St., Boston, Mass from manufacturers who are in a position to supply = 
i OE BOR samples at once and be able ~ make early deliveries. « 

MISSES’ and children’s ‘line for Pacific North- Address B312, care Boot and Shoe Recorder, 207 = 
west, one that will hold up and give service. South St., Boston, Mass. ez 
Address B322, care Boot and Shoe Recorder, 207 = 
South St., Boston, Mass. a 
LJ 

® 

. 

2 

® 








MEN’ $s and t boys’ line forWashington and Oeagen. 


one that will stand the wet and hard wear. WANTED TO PURCHASE 


Address B323, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 














‘ WANTED FOR EXPORT 
low ers 

FOR SALE vou. = = 

Entire Stocks ibaa 














FoR SALE—Retail shoe store in metropolitan FOR CASH |}. 
‘ —_— Cyr am. 4 “Reason NE YORK EXPORT 

tock 000, fixtures w ren eason 

for selling entirely due to health of owner. Address PURCHASING CORPORATION 
B319, care Boot and Shoe Recorder, 207 South St., 515-517 Broadway, New York City, N. Y. . ee ee 


: We buy quick and poy highest cad orice! 1C ASH PAID 


~~ retail and “ae le stocks of shoes or 
other merchandise. 

for shoe stores or surplus stocks of shoes 

FOR RENT =; ee or for other merchandise. Leases taken 

Bank and mercantile reference. over. We will send a representative to 

investigate and make offer upon request. 


AST quick. Buy lease and fixtures of well rag 
New York City shoe store, established 22 years. BROOKLYN PURCHASING SYNDICATE Max Kalter Mercantile Co 


— odern fixtures. Low rent. Live oon fag FRANK WALKER, Propri wane 
's business $41,000. Rent $140.00 a month. 610 Broadway, Brookly: 591 Broadway, New York City 
Kddreas Box 229, 852 Columbus Ave., New York *Phone 2328 Miesuions Phone Spring 4573 
























































BOOT AND SHOE 


THE RECORDER CREED: Getting More Shoes Sold Right; not only “more” but “right”; sold for the right purpose, t 

the right wearer, in the right fitting, for the right price, at the right profit. This is the great problem of the woke 
shoe merchants. The chief purpose of the ‘Boot and Shoe Recorder” is to help solve it; for this is the basic problem upon 
which depends the progress of the entire allied industries relating to shoes and leather; their production and distribution 


Canadian, $5.00. 


Annual Subscription in United States, $3.50; 
Member of the Associated Business Papers, Inc. 


Each issue copyrighted by the Boot and Shoe Recorder Publishing Co. 


ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, 


per copy, 25 cents. 


Member of the Root 


RECORDER 


Newspaper Ass'n. 
Entered at the Post Office, Boston, Mass., as second class matter 


Foreign, $7.50 
Member of Audit Bureau of Circulations 


MASS., U.S. A. 
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PUBLISHERS’ NOTICE 


SUBSCRIPTION—The subscription price of the 
Boot and Shoe Recorder is $3.50 a year in 
advance, which includes postage in the United 
States, Cuba, Hawaiian Islands, Philippine 
Sort and Mexico. The oo for Canada 


is $5.00 a year, including 
FOREIGN SUBSCRIPTION the price to all 
foreign countries except the above is "7.30 
= year, including postage. 
subscriptions a: ayable i in advance. 
ADVERTISI G RATES Card of Advertising 
Rates furnished on application. For rates for 
Wants, for Sales, etc., see Want Page. 
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hite Shoes 


re Leading 





Stock Style R 3468—White Sea Island 
Pump, Turned, Covered Louis Heel with 


Plate; B, C, D Widths...... Price $2.10 
Stock Style R-459—Similar style; C and 
PU a tiga casvacesacgad Price $1.65 





Stock Style R 937—White Sea Island 
Oxford, Goodyear Welt, College Last, 
Plain, Ivory Welt, 144 Inch Enameled 
Heel; B, Cand D Widths..... Price $2.40. 


Stock Style No. R 940—Similar style; 
C and BD Weeks... cscccees Price $2.00 


We are prepared to give immediate ship- 
ment on these styles. from our large 
assortment, but we caution the trade that 
orders should be placed at once. 





Stock Style No. R 3472—White Sea 
Island Oxford, Turned, Covered 13 
Inch Heel with Plate; B, C and D Widths 

Price $2.35 


Stock Style No. R 464—Similar style; 
Canad DB Witte... ..<...55.. Price $1.75 





Stock Style R 3471—White Sea Island 
Pump, Turned, Covered 144 Inch Heel 
with Plate; B, C, D Widths. .Price $2.10 


Stock Style No. R 475—Similar style; 
C ate DB Withee is sce as Price $1.65 





Stock Style No. R 463—White Canvas 
Oxford, Turned, Covered Louis Heel 
with Plate. C and D Widths. Price $1.75 


Stock Style No. R 3474—Similar style; 
B, C and D Widths......... Price $2.35 


Parker, Holmes & Comeens 


“The House That Helps’’ 


BOSTON, 


MASS. 
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BUMPER 


Goodyear Welt 


SHUS 


For Father and Son 


Not an ordinary “scout” 
shoe —but built to give 


comfort and service to an extra Colors, Brown or “Smoke.” Widths D-E. 
degree Sizes from 11 Youths’ to 12 Men’s. 


Note these “best of everything ” ? ae 


| 
specifications. y a | | 
! 

















HE only way to judge 
Famous DUFLEX Fibre their better sales possibili- 


Soles— Outwear Leather ties 1s to 


eas Sample Bumpers 


Armstrong Cork Innersoles 


yl, ag One pair, or a dozen—it’s all 
Goodyear Welt Construction the same to us. A dozen pair, 
however, will enable you to see 
how your trade will take to them. 


Horsehide Uppers 
wos ws  woY 


Finest Genuine Chrome T 











So you see BUMPER means FULL of 


_service. We have not tried to make it 


meet any competitive price, but rather to If Unsa tis fac tory in t he 


place it beyond competition in value. 


The reorders we are receiving daily are Least, You May Send 


the best proof that BUMPERS please the the Shoes Back to Us 
public. 








Converse Rubber Shoe ‘Co. 
Malden, Mass. 


DO AL ALLL AL LL > ALLL ¢ > AAD (> SD ( > <RD- ( > D> ¢ > -<SE ) <Q ( 
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Regardless of cost, never to sell above, 
but as much as possible below pre- 
vailing market prices, is the policy 
which has given value and volume to 
Standard Kid. 





Realizing that the only sure way to obtain volume is to give value, 
we are firmly resolved not to take advantage of the keen demand 
and the very high prices that are being asked for good glazed kid. 


We will take orders for delivery after September at prices which 
we know to be considerably less than it would be possible to obtain; 
and we assume the obligation that every grade of Standard Kid 
must be all that the leather buyer expects in quality and uniformity. 


That is why shoes made of Standard Kid are worthy of your careful 
consideration. 


Color 18 Field Mouse 
Color 8 Gray 


are in strong demand for Fall shoes. These skins are guaranteed 
to be colored with pure aniline dyes. 


STANDARD KID MFG. CO. 


MANUFACTURERS OF BLACK AND COLORED GLAZED KID AND PATENT KID 


207 SOUTH STREET, BOSTON, MASS., U.S. A. 
NEW YORK OFFICE, 610 TRIBUNE BLDG. 


Factory, Wilmington, Del. 


AGENCIES 


CHAS. A. BRADY, ROCHESTER, N. Y. _ F. W. BAILEY & CO., ST. LOUIS, MO. 
I. LOUIS POPPER, CINCINNATI, OHIO. GEO. A. McGAW, CHICAGO, ILL. 
. PIERRE BLOUIN, QUEBEC, CANADA 
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° 


“Tony Red” 
and 


“Cresco” 


} 


' 





( 
Creese 
1 d 


Cesk 





You can’t think of either without the other 


MANUFACTURERS tell 

us that practically all the 
requests they receive for “TONY 
RED” and “CRESCO” shoes 


are significantly prefaced by 
“CREESE and COOK’S.” 


“It is evident,” said one, “that the 
retailers never think of either 
leather except as made by 


CREESE and COOK.” 


We wish we could produce 
enough of both our famous spe- 
cialties to satisfy immediately 
every customer who is particular 
enough to specify them. 


However, the fact that so many 
of our friends are willing to wait 
until we can give them the leather 
is the best evidence we want of 


how CREESE and COOK 


standards are appreciated. 


~ 











Creese & Cook Company 


Tanneries at Danversport 


95 South Street 


Boston Salesrooms 
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are stylish-very stylish 


Our Militaire Lace ele e 
Made of Select No. 3 Duro Our Militaire Lace 


Crim d Vamp 
sel ory Lat The most careful attention even down 
% to the smallest detail has helped ma- 
terially to place our footwear in a 
position of prominence. The women of 
your city who are particular regarding 
style will enthusiastically accept the 


. AZ ve 
S70, 47207? ‘44 -/T- HONE ZO numbers we show in our Fall line. 


Artistic NSS arers 
| SHOE \ : Sample or salesman on request. 


Cincinnati 


WELTS AND TURNS EXCLUSIVELY 






























DALTON’S 


For Delivery Now 


Stock No. 
810 
, Last, Havana 
re 
“| Blucher, Single Sole 
Remar Heel. Sizes an 
i ths: A to D, 51-2 to 


Stock No. 
590 


Corsair Last, chewy 
Calf Varsity Ones: 
Sincte Soha, Seen " 
Sizes and Widths: A to 
D, 5 to 11. 


Stock No. 
510 
Corsair Last, Cherry 
‘areal 


feavy ‘Single Scie: 
ea le e 
Broad Heat Sizes and 
Widths: A to D, 5 to 
11. Stock No. 
bh 690 

Regent , _Brown 
Sp Nig RO 

e Sole, 
Heel. Sizes and Widths: 
A to D, 5 to 11. 





The reliability of Dalton shoes is 
a matter of record. In selling them 
Brown Kangaroo you can point to definite features 
4 of superiority. You will miss much 
by delaying to get some or all of 
these styles in your store soon as 
they can be gotten there. 






















Winchester :Last, 
Calf 8 
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Oh Boy Last, Black 
Glazed Kangaroo 
Blucher, Single Sole, 


bt Heel. Sizes 
Widths: AtoD,51-2 
to ll 





| CATALOGUE 








The Dalton Company, Inc. 


Men’s Fine Shoes 


BROCKTON, MASSACHUSETTS 


BOSTON: 183 Essex Street NEW YORK: 651 Marbridge Building CHICAGO: 1415 Great Northern Building 






Stock No. 
820 
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NUBUCK 


REG. U. S. PAT. OFF. 


HAT elusive touch of refine- 

. ment and quiet dignity, so 
much sought after, exists in foot- 
wear made with Nubuck. 


Today, more than ever before, we 
feel it necessary to emphasize the 
importance of quality merchandise. 





_ Nubuck, white and popular shades. 
Originated and tanned exclusively 


by 


A. C. Lawrence Leather Co. 
161 SOUTH ST., BOSTON, MASS. 


New York Chicago’ Rochester St. Louis 
‘Cincinnati Gloversville 





BLACK DIAMO 























NATO 
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SIDE LEATHER 





For Twenty-Five Years The 
Superlative Quality Patent Leather 








PARAMOUNT SIDE LEATHERS 
in Black and Colors 
SMOOTH BOARDED BUCK 





Thayer-Foss Company 


Boston, Mass. 
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Vaughan’ S 
Ivory 























The Sole that Has Made 
White Shoes Staple 




















HITE footwear with VAUGHAN'S 

IVORY Soles and Heels receives 

first choice—sells first. Its style speaks 

for itself. Its appearance carries the 

true quality appeal and customers 

gladly pay more for shoes soled with 
Ivory. 





Added to its first appearance is its 
permanence of beauty. VAUGHAN'S 
IVORY cannot crack, peel nor lose 
its original smart look—its edge is its 











own. 








White all the way through and 


Costs no more than other good soles 


George C. Vaughan 
Tanneries at 
PEABODY, MASS. 
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PUBLIC SALE OF LEATHER 


VALUE OVER $3,000,000 


FIRST PUBLIC AUCTION SALE OF LEATHER IN THE 
UNITED STATES TO BE HELD AT 


Zone Surplus Property Office 


21st and Oregon Avenue, Philadelphia, Pa. 








Cleared by the Director of Sales 
Starting 1 P. M. June 9, 1919, and Continuing Daily Thereafter 
at 10 A. M. Until Stock Is Sold 


RUSSET STRAP LEATHER BACKS—Grade A and B—3% to 10% oz. 
RUSSET STRAP LEATHER IN SIDES—Grade A, B & BB—5)% to 8 oz. 
RUSSET HARNESS LEATHER BACKS—Grade A, B & C. 
SOFTENED SOLE LEATHER BACKS. 
RAWHIDE CALFSKIN IN WHOLE SKINS. 
FULL GRAIN & BUFFED RUSSET BAG LEATHER SIDES. 

Grade A & B full grain—5 & 6 oz., Grade A & B buffed—5 & 6 oz. 


Tanned By The Following Well Known Tanners: 


England & Walton Co. N. R. Allen & Sons Co. 
Gutmann & Co. Leas McVitty Co. 

Eagle Ottawa Leather Co. Woelfel Leather Co. 

Pfister & Vogel Leather Co. Richmond Leather Co. 
Barbour Leather Co. Griess Fleger Tanning Co. 
Hans Reese & Sons The Howell-Hinchman Co. 
Alexander Bros. W. W. Mooney & Sons 
General Leather Co. W. D. Byron & Sons 

J. G. Curtis Leather Co. F. W. & F. Carlisle 


CONDITIONS OF SALE 

1. Bids to be made at an advance of not less than one-half of one cent per pound or foot. 

2. The highest bidder to be the purchaser, and if any dispute should arise between the bidders 
for ~ ~ it shall be decided by the Auctioneer. The Government reserves the right to reject any 
or all bids. 

3. Leather will be offered by tannage. No Bid will be received for less than 1,000 pieces 
(unless quantity is below that amount), which bid will carry an option for the entire tannage of lot 
offered which must be immediately exercised. 

4. Foot Leather will be sold according to marked footage as accepted by the Government. 
Pound Leather will be determined at time ot delivery, making an allowance of one pound per roll 
for wrappings, if wrapped in paper. No claim will be allowed after removal. 

5. Sale without recourse as to quality, grade or designation. 

6. The acceptance of the bids will be determined at the time the offer is made and all Leather 
must be removed from the Government Warehouse within thirty days. 

7. The Government carries no insurance and all Leather left in the Government Warehouse 
after purchase will be left at the risk of the purchaser. 

8. Terms cash f.o.b. Warehouse, 21st and Oregon Avenue, Philadelphia, Pa. 

9. A deposit of $1,000.00 (certified check or cash) will be required before participating in the 
bidding, which deposit will be returned after the sale has closed if no award has been made to depusitor. 

10. Leather can be seen and inspected at Inland Warehouse, M-5, Section G, Philadelphia, Pa., 
ten days prior to sale on application to Surplus Property Officer, Zone Supply Office, Philadelphia, Pa. 


ADDRESS ALL COMMUNICATIONS TO ZONE SURPLUS PROPERTY OFFICE 
21st and Oregon Avenue, Philadelphia, Pa. 
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RELIABILITY is a much abused 
word--but it exactly applies to 


CASKO Shoe Fabnics. 
CASKO Shoe Fabrics include every kind ‘of 


cloth for the outside of a shoe and will repay 


your specifying their use. 


CORKSCREW CLOTHS 
We Will Cotton or Worsted Wales 


Gladly SILKS AND SATINS Manufacturer 


Send You For Pumps or Fancy Tops Can Secure 
Casko Fabrics 


Promptly 





Complete 


Samples We can produce a Casko color to match 
any leather. 


CASKO SHOE FABRICS CORPORATION 


Manufacturers and Distributors 
S. W. Corner Fourth and Arch Streets 
PHILADELPHIA, U. S. A. 


New York Chicago Boston St. Louis 
A. J. HAAS J. K. REYNOLDS Co. A. W. BLISS H. C. KORNDOERFER & CO. 


10 Spruce Street 221 W. Lake St. 106 Beach Street Leather Trades Building 


. Rochester H. J. FRALEY Cincinnati 
| GEORGE G. SMITH Pennsylvania W. A. BENNETT, JR. 
4 Church Street Representative 1015 Second National Bank Bldg. 
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Clinch the Boys’ Trade With 
Wonseam 


PATENTED AND REGISTERED 


SHOES 


Worit Rip 


Deservedly boys have the reputation of 
being the “hardest creatures in the 
world on shoes.” 


If you can give the boy shoes that please 
him and his family by their wear and 
appearance you have done the most 
difficult thing in shoe retailing. Boys’ 
shoes have got to wear like iron and 
Wonseam Shoes do. 














And when folks realize the good values 


you are furnishing the boy, they are 
bound to see if you can do as much for 
them in other lines 


Wonseam Shoes represent highest skill 
in manufacture together with the sturdi- 
est elements known to shoe construction. 


The under sole is clinch nailed on and 
the outer sole Goodyeared to it. Also 
made regular brass loose nailed. 


Two layers of leather cover the toe. 


Upper and tongue are one piece—an 
exclusive patented feature. 


One seam carries out the promise of 
“‘Wonseam,”’ it is at the back, runs with 
the strain, and is reinforced with a 
full length leather backstay plus three 
rows of stitching. 


The last is the army model—as com- 
fortable as it is hygienic. 


No leaks, no rips. Wonseam Shoes just 


won’t rip. 

As the lad walks down the aisle at 
school he knows his Wonseam Shoes 
look splendid.. His pride is flattered by 
their trim, stylish appearance. 


Wonseam Shoes show the biggest profit 
making opportunity in a mighty long 
period. They will make the boys your 
customers for life. 


Write for name of nearest jobber 


W. H. GRIFFIN COMPANY 


and Tongue One > 
PATENTED 2p 


Manchester, 


<e 


New Hampshire 
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LEVOR GRAIL 


Ihe WHITEST WHITE 


{ Leather of 
Great Merit 


Stands the Strictest 
INVESTIGATION 


Made also m the heading OUR 


G.LEVOR & CO. Inc. 


MANUFACTURERS 
GLOVERSVILLE, N. Y. 
NEW YORK 88-90 GOLD ST. 


—ST. LOUIS — 
LEATHER EXCHANGE BUILDING 
JOHNSON, STEPHENS & PATTON LEATHER CO. 

— BOSTON — 
145 SOUTH ‘STREET 
THE G.LEVOR COMPANY 
MILWAUKEE — 
A.R. MILLE RU 
COMPANY 











FTER seeing more and more of their 
customers change from leather to 
Nedlin Soles, the Santers Brothers Com- 
pany, of Scranton, Pa., is of the opinion 
that the day is coming when all men will 
wear Nedlin-soled shoes, and that the 
sooner they do, the better—for them and 


for their feet. 


Wear is a paramount es- 
sential of all service shoes. 
That’s why so many man- 
ufacturers have adopted 
NeGdlin Soles for men’s 
business shoes, women’s 
walking shoes, boys’ shoes 
and shoes for growing girls 
and the smaller children. 



































Customers want this wear, 
and they are satisfied that 
they are getting it when 
the clerk points out the 
durability of the Nedlin- 
soled shoe as well as the 
comfort that these flexible 
and watertight soles give 
the wearer. 


Nedlin Soles 


Trade Mark Reg. U. S, Fat. Off. 


Nedlin Soles are made by The Goodyear Tire & Rubber Co., 
Akron, Ohio, makers of Wingfoot Heels —heels so good 
that only 1 pair in 352,000 is returned for adjustment, though 
they are guaranteed to outlast all other heels, rubber or leather. 
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NOVILLA KID 


COSTS LESS—WORTH MORE 


A leather that takes the place of kid for either men’s, women’s or children’s shoes. 
The appearance of the shoes gives an impression of dignity that suggests quality. 


NOVILLA KID is made from choice light weight cowsides. It looks and feels as 
good as any high grade kid made but is more durable and does not scuff. 


If you want first-class, dressy looking shoes without paying a fancy price just tell 
your manufacturer to cut them from NOVILLA KID. 


BE SURE OF THE GENUINE—MADE ONLY BY 


CASTLE KID COMPANY 
CAMDEN, - . - - NEW JERSEY 
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C.H.ALDEN Ca 


TRADE = MARH 


Us. 























FACTORY ; BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH STREET 
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by) (astle Havana Broun fashion Plote 


EW Castle Leather Company Havana Brown Kid, Whole 
Quarter, Circular Vamp, 8% Inch Lace Boot, 214 Inch 
Covered Wood Heel, Turn Sole. 

Made and Exhibited by 


SELBY SHOE Co., :: _ Portsmouth, Ohio. 


Judge It by [ts llsers” 
New Castle Leather Company 


NEW YORK 


Boston Montreal,Can. Chicago 
and the Principal Leather and Shoe Centres Ever rywhere 
Factory, Wilmington, Del. 
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“the warrant of value 
that makes you sure” 





X 923 


English Type Walking Shoe 


Goodyear Welt 
Barnet’s 27 Mahogany Calf 


On the Floor, AA-D, up to 7 


$5.00 


wwe wy 


anticipate vacation demands 


Williams Clark & Company 


Lynn, Mass. 
ww Y 


see catalog— all low cut 
styles in plenty except 963 
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and Oxfords 








Delivery at Once 


No. R1820 Price $2.90 


White Snowgrain Seamless Pump, Flexible Sole, 12/8 
Covered Wood Cuban Heel with Aluminum 
Plate, 98 Last. 
B 3/7 C 2/7 D 2%4/7 








Delivery June 15th 


No. R500 Price $3.35 








Covered Wood Half Louis Heel, 
100 Last. 
AA 5/8 A 4/8 B 3/8 C 2144/8 








ay Remar wat a aa 





Johansen In-Stock Pumps 











Ready at the Keenest 
Time of Demand 


You never have had such a de- 
mand for white. 


You never have paid so much 
for shoes. 

You never have had such dif- 
ficulty in getting them. 
This superb line of Johansen 
Snowgrain Canvas Pumps and 
Oxfords is in stock and ready 
to ship right in the white heat 
of demand. 

The prices are as right as the goods 
are classy. 

This is your opportunity for a quick 
and profitable turnover. 

But order early, for you will have to - 
take your turn in shipment. 














White Snowgrain Colonial Pump, Flexible Sole, 17/8 


ohansen Bros. Shoe Co. 


Makers - Women’s Shoes Exclusively. 
Saint Louis. 


Delivery at Once 


No. R1800 Price $2.90 


White Snowgrain Seamless Pump, Flexible Sole, 


17/8 Covered Wood Half Louis Heel 
with Aluminum Plate, 88 Last. 
A 4/8 B 3/8 C 2%4/8 
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Delivery at Once 


No. R1810 Price $3.00 


White Snowgrain Lace Oxford, Flexible 
Sole, Folded Stock Tip, 14/8 Wood 
Covered Cuban Heel with Alumi- 
num Plate, 93 Last. 

A 4/8 B3/8 C2%4/8 D2%/8 


No. R1810 


se Rh 


‘ Delivery at Once 


No. R315 Price $3.00 


White Snowgrain Lace Oxford, Folded 
Stock: Tip, English Welt, White Ivory 
Sole, 11/8‘ Military Heel with 
Aluminum Plate, White Rub- 
ber Top Lift, 97 Last. 

A 4/8 B3/8 C2%/8 D 2%/8 


iit) 
tH 


No. R315 


tah A 


Wilk 


Delivery at Once 


No. R1830 Price $3.00 


White Snowgrain Lace Oxford, Flexible Sole, 
17/8 Covered Wood Half Louis Heel 
with Aluminum Plate, 100 Last. 

A 4/8 B3%/8 C2%/8 D2%/8 


No. R440 Price $3.60 


Same as R1830, except Manhattan Brown 
Cabretta. 


i 


EAC 


iil 


Delivery at Once 


No. R344 Price $2.50 
White Sea Island Canvas Lace Ox- 
ford, English Welt, Folded — 
Stock Tip, 8/8 Military 
Heel, 95 Last. 
B 3/7 C 24/8 D. 2%4/8 


No. R432 Price $3.35 
Same as R344, except Black Novilla. 





\ 


Johansen Bros. Shoe Go. 


Makers - Women’s Shoes Exclusively. 
Saint Louis. 
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Bates 
“‘Vandyke”’ 
Model 


STOCK No. 0230 


Made of Glazed Kangaroo 
Custom Fittings Throughout 


voo-o-o-0 0-0-0 0 


Kangaroo Oxfords 


()*: sizing-in orders from forepart with one of the best 


ye (ee ee Ot» 


eo o-o 


Bates Dealers this season upper stocks used in fine shoes— 
are conspicuously spotted Glazed Kangaroo. 


: 6c ”? 
with “Stock 0230. We carry complete sizing in 
From other sources, also, we it—5 to 11 in A to D widths— 
detect a vigorous dealer de- at our Chicago Distributing 
mand all over the country for House, ready for rush shipment. 
Kangaroo low shoes. 


This Bates “Vandyke” model, Shall we send you our 
Stock 0230, is a very desirable com plete Catalogue of 
combination of semi-narrow Spring styles in stock? 


A. J. BATES COMPANY 


Central Distributing House 
328 WEST MONROE ST , CHICAGO, ILLINOIS 
General Offices, WEBSTER, MASS. 


o-o-0-0-0-00-0 


On eOee Deen eel 


o-oo la A ln lle” te tte 
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Alert Merchants 
always recognize the 
value of smart Boots 
that are the real 

Business Builders. 











The Fenton ‘‘Cush-Flex*’ Process 
McKays are in this class—more Flexible 
than a welt and lighter than a turn— 
points of excellence that 

Compel Attention. 











Up to date lasts, 

Close trimmed edges, 

Narrow shanks, 

Graceful Heels and 
careful shoemaking 
charactenize-the line. 


Write Us 
THE JOHN FENTON 
SHOE MFG. GCO.: 


COLUMBUS, 
OHIO. 
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/]/ PHILADELPHIA 
THE 
WORLD'S 
WORKSHOP 








FOUR VERY 
NEW AND POPU- 


LAR NUMBERS IN = | 
PETER’S REIGNSKIN — >a STYLES IN SEA 
TURNS ISLAND DUCK TURNS 





Number 1965 
IN STOCK FOR IMMEDIATE DELIVER 


er 1915—Oxford, Full Louis Covere Bi ccccesscs .A_ to Ae Se eee 
1906—Pump, Full Louis C d Feel i serteetestabinict: 6 CF See 
n 





BRAS 


‘overe ™ eee 
1965—Oxford, Military Covered Heel............--+--+--+++++€ a Pe ES he 
1921—Plug Pump Covere 7 | (RR re re AA to 


SAME AS ABOVE CUT IN SEA ISLAND 
er 1220—Pump, % Louis Heel...........-.--++- 3, 
. Military Heel.............-+-- , D........Covere ee 
xford, Lowie-Heel... 5 .......0.000% : 
r ilitary Heels........-0ceees 4 
Full Louis Heel. A, B, G D...2,:.. Severe 
A, B, C, D...:..:...-Covere 


SRaass 


1225—Oxford, Full Louis Heel........ 


W.T.HOLMES COMPANY 


' EXCLUSIVELY LADIES. SHOES ©. — 
15 NO. FOURTH STREET - 
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10 GLOVE GRIP SHOES 
FOR MEN AND 8 FOR 
EN READY TO2 
HIP ~ SEND FOR 
MPLES OF INe« 
TOCK STYLES 7+ 
CATALOGUE ON 
REQUEST. 





M. N. ARNOLD SHOE 


ifr) a) | | Va af c 
NORTH ABINGTON. MASS 











Sandal and Sabot 


Are the Shields that men have evolved from 
their conflicts with the elements and the soil 
to protect their feet 


The Sandal The Sabot 


is the Shield of the Shield of soil 
sand and desert and snow and slop 


The Sandal was born in the arid East and 
in the Sahara’s Sands. The Sabot was the 
Child of the wet, cold, muddy lands of the 
West. The skins of his herds gave the 
desertman the material for his sandals. 
The trees of his forests gave the man of 
middle and western Europe the woods out 
of which he fashioned his sabots. 











Sandal and Sabot 


have taught their lessons and demonstrated 
their usefulness. The modern man has 
incorporated in the modern shoe the ease 
and flexibility of the sandal with the strength 
and durability of the Sabot and the best 
qualities of both plus superiority of material, 
workmanship and adaptability of means to 


ends is shown in 


THE GOODYEAR 
WELT SHOE 


which represents the last word in scientific 
and efficient shoemaking. _ It is essentially 


THE SHOE OF CIVILIZATION 
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UNEXCELLED FOR 
“THE BOY!” 


A Splendid, Attractive, “Stand-Up” Quality 
Shoe with Bull Pup Characteristics built into it. 


GOODYEAR WELT 


Send for the catalog of new 
stylese—NOW READY 


Merchants will see at a glance that here is a 
shoe that sells—satisfies—repeats. 
All Bull Pup Shoes are made of first-class Elk 
Upper leathers. . Tops in heights from six to 
twelve inches. All numbers have double soles, 
oak outsoles and grain leather insoles, with 
viscolized, chromed leather liners 
that keep the feet dry. 
Made in brown, black and smoked 


colors. 





DO0O0H0H000O0G0O000 
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. Graham-Bumgarner Company 


“PIONEER SHOE MANUFACTURERS” : +; 
Parkersburg ; ‘ s West Virginia 


\b 
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Better buy now and get the benefit ofan ad- 
vance than to hold off until necessity forces 
a purchase at stiffened prices. 


Here’s a style, as good a shoe as we ever made (and our 
record is strong on the good), one that is moving right now, and 
one that. will be a successful seller this Fall and Winter. Buy it. 
Our immediate stock is shrinking, but we'll ship at once, at 
present price, until what we have is gone. Another order, for 
stock, cut from leather costing more, will necessarily mean 
higher: wholesale price. Step lively—Buy Big— Action is 
dollars for you. 


“Just Wright’? Quality. Immediate Shipments. 
Made up plain. Will be branded if desired. 
Usual terms. Standard packing. 


pst Wright 
| rraceram SHOE 
No.{196 -.. ... Bingo Last 
COCOA Rubber Heel 
BROWN A to D 


CALF 6 to 10 


$6.50 $6.50) 


E. T. Wright & Co., Ine. 


Rockland, Mass. : 


BOSTON NEW YORK PHILADELPHIA 
183 EssexjStreet fae Marbridge Building : 1215 Market Street 
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RICE & HUTCHINS 


(CHARACTER is just as 


important in men ’s shoes 
as in women’s footwear. The 
dominant features of All 
America Shoes for men are 
character in lasts—patterns— 
material and workmanship. 


Distributors fof All America Shoes: 


The Rice & Hutchins New York Company 
The Rice & Hutchins Atlanta Company 
The Rice & Hutchins Cleveland Company 
The Rice & Hutchins St. Louis Shoe Company 
The Rice & Hutchins Baltimore Company 
The Rice & Hutchins Chicago Company 
The Rice & Hutchins Cincinnati Com pany 
The Atlas. Shoe Company, Boston, Mass. 
Joseph I. Meany & Co., Inc., Philadelphia, Pa. 


Rice &- Hutchins, Inc. 
20 High St., Boston, U.S.A. 














